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$75,000,000 IN MICHIGAN— 


Concentration of activities in a limited territory—maintenance of a personal interest 
in every Detroit Life salesman—constant, conscientious service to Detroit Life policyholders. 


These have been some of the factors resulting in over $75,000,000 of insurance in force 
on the lives of Detroit Life policyholders in Michigan. 


To salesmen who contemplate entering the life insurance business and others voluntarily 
seeking a new opportunity, we shall be glad to outline the opportunities we can offer in 


Michigan territory. 


DETROIT LIFE INSURANCE Co. 
“THE COMPANY OF SERVICE” 
M. E. O’BRIEN, President 
HOME OFFICE—PARK AT COLUMBIA DETROIT, MICH. 


CONTENTMENT SOMETHING NEW 


= Beneficial and Profitable 


EME 
pee ONE DOLLAR A MONTH POLICY 
QA 


A Big Seller and a money 
maker for live agents. 
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Jaxes All Standard Policies are written, with or without 
The Householder Re Total and Permanent Disability, Premium Waiver 
THE householder rests in contentment when and Double Indemnity. 

he knows his financial responsibility for inju- 


ries to others is fully protected. ; THE COMPANY’S PREFERRED ORDINARY LIFE 
HE is not fully protected, however, without AND MONTHLY INCOME POLICIES ARE 


O. L. & T. coverage. BIG SELLERS 


COMMONWEALTH Casualty Company offers 
you a profitable contract, that will not only Good Openings for General Agencies in Ohio, In- 


appeal to these prospects, but lead to other diana, California, Illinois, Iowa, Kansas, Michigar., 
desirable business. Minnesota, Missouri, Oklahoma and Texas. 


“Serve and Succeed With the Springfield” 
Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) SPRINGFIELD LIFE INSURANCE COMPANY 


SES 
Se tw. cook SPRINGFIELD, ILLINOIS 
Spann a: A. L. Hereford, President  _C. Hubert Anderson, Supt. of Agencies 
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W. FREELAND KENDRICK 
President 
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A. B. HEISER 


of COLORADO 
cANNOUNCING 


Just two years ago, I left the auto- 
mobile industry with which I had 
been identified for eighteen years. 
As you know, that business depends 
on /:ve prospects. Automobile sales- 
men have the same problems in refer- 
ence to prospects as the average life 
insurance underwriter. 

With the Reliance this is ao prob- 
lem. The answer is 
Lead Service. Never 
in my years of selling 
have I seen such a 
wonderful means of 
getting in to see any- 
one, particularly a 
hard man to talk to. 

With Lead Service 
I started on the men 
I knew best; those 
whom I knew were 
physically able to 
pass the examina- 
tion, and who finan- 
cially were able to 
purchase a good sized policy. The 
Advertising Department was re- 
quested to release Lead. Service 
letters to these men. Just as soon 
as I thought they had had time to 
read the letter, I made my call. 

The prospect nearly always re- 
ceives me with a hearty welcome and 
tells me he has received our Vice 
President’s letter introducing me, 


a 


A; B. HEISER 


and then says he has never received 
a finer illustrated introduction letter 
from any insurance organization. 

The Lead Service system provides 
the opportunity of selecting the best 
risks in the community. Practically 
every man I have sold was not in the 
market until the Lead Service letter 
created the need in his mind. 

Allow me to give 
you an X-ray picture 
of what Lead Service 
has done for me. On 
October 9, 1927 I 
started with the Re- 
liance Lite, having 
had no previous ex- 
— in life un- 

erwriting. Since 
that time I fave 
nothing but Lead Ser- 
vice introductions. 

During the seven 
months, from Janu- 
: ary ltoJuly 21,1928, 
I have written as a result ot these in- 
troductions, 67 Perfect Protection 
Policies tor $22 1,705 Life, $191,000 
Accident and considerable Weekly 
Health Indemnity. 

No one could be more thoroughly 
sold than I on the value of this pre- 
approach advertising to the salesman 
who operates it correctly and dili- 
gently in his working plan. 


A RELIANCE BROADCAST 


Why Its Profitable to i 


The principle upon which the Lead Service Plan is 
founded has been demonstrated to be thoroughly sound 
in theory and practice. This principle involving adver- 
tising, coordinated with salesmanship has proven to be 


one of the most profitable means of securing new busi- 
ness through advertising ever instituted by a life insur- 
ance company. Lead Service has established itself 
permanently as a feature of Reliance sales promotion, 


. é)/” Kia 
RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 


FARMERS BANK BUILDING PITTSBURGH, PA. 


Tue Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 28, 1879, 
at the postoffice, New York, N. Y., under the act of March 8, 1879. Tue Srectator, Volume CXXII, Number I, January 3; 1929; $4.00 per annum. 




















FOOTBALL AND LIFE 
INSURANCE 


W. W. Roper Speaks at Philadelphia 
Meeting 


CITES SEVERAL PARALLELS 


Famous Princeton Coach, Who Is Pruden- 
tial Manager, Stresses Need of Time 
Schedule 


PHILADELPHIA, PENNA., January 2.—Foot- 
ball and life insurance dovetail and the life un- 
derwriter can obtain some very valuable point- 
ers from the football field, W. W: Roper, man- 
ager of the Prudential Life and coach of the 
Princeton football team, told the December 
luncheon-meeting of the friendly conference of 
general agents, managers and superintendents 
of the Philadelphia Association of Life Under- 
writers. 

The meeting was dedicated to the “future 
generation” and many of the members brought 
their sons. It is planned to make the “future 


generation” luncheon an annual affair. In addi- 
tion, the Philadelphia Harmonica band fur- 


nished music during the luncheon. 

Mr. Roper said that he had received some 
very valuable lessons from football. When he 
first started as a coach, he told his audience, he 
had his team practice for an hour and a half 
the first day. At the end, he was surprised to 
discover that nothing had been accomplished. 
The second day he set aside to discover why 
nothing had been done on the first day. He 
found the answer—there was no schedule. The 
third day, the team’s activities were down in 
black and white. Since then he has made it a 
rule to have a schedule “in black and white 
of everything we’re going to do.” He attrib- 
uted this mapping out of work as the main rea- 
son for the success of the Princeton football 
teams. 

“The same thing applies to life insurance,” 
he said, “if you map out a schedule you'll do 
much more than if you use the hit-or-miss plan.” 

He declared that if the life insurance men 
would make out a schedule of their time, they 
would accomplish six times as much. 

That was the first lesson he learned. The 
second was the one-play idea. He stated that 
he tells his team to “forget everything except 
the next play whether it goes around your end 
or not and put all you have in it.” He told a 
story of how his team had lost a game because 
an end had taken it easy during a play around 
the other side. The opposing tackle went 
through him, threw the runner and prevented 
a two-yard gain. Then he went on to point 
out a parallel with the life insurance agent who 
goes in to see a prospect and lets his mind 


(Concluded on page 6) 











LABORATORIES REPORT 


Organization Has Increased Scope in 
Past Year 


WIDE LIST OF ACTIVITIES 


Electrical Departments Active—Study of 
Gas Bombs Required New Equipment 
The annual report of the Underwriters’ 

Laboratories for the past year takes up in de- 
tail the work done by the various departments 
of this organization which, since its establish- 
ment more than a quarter of a century ago by 
the National Board of Underwriters, has lab- 
ored unceasingly to promote the cause of prog- 
ress in fire protection and prevention. The de- 
partments covered in the report are protection, 
hydraulic, electrical, gases and oils, chemistry, 
casualty and automotive, burglary protection, 
label service and plant and equipment. Sec- 
tions are also devoted to the New York office 
and public relations. 

It would be impossible in the limited space of 
this review to attempt anything like a com- 
prehensive survey of the work that has been 
done by these various departments. In the pro- 
tection department, for instance, the following 
subjects are covered: opportunity for individ- 
ual and collective effort; materials to prevent 
the spread of fire; classification of walls and 
partitions; protection of fire door openings; 
fire doors; fire door accessories; vault con- 
struction; office safes and cabinets; protection 
from exposing fires; roof coverings, and com- 
mittee work. In the electrical department there 
is taken up in detail such subjects as the elec- 
trical industry’s rapid growth; promise date 
and follow-up system; the San Francisco sta- 
tion, heater cord endurance testing machine, 
armored cable, grounding conductor in non- 
metallic sheather cable, oil burner ignition 
transformers; requirements for motors in haz- 
ardous locations; range of devices; staff on im- 
portant committees; industry conferences; 
electrical standards, and personnel. It might be 
noted that the increase in the volume of work 
in the hydraulic department has made necessary 
an increase in the personnel so that it is now 
carried on by 21 engineers and a laboratory 
assistant in New York, twelve engineers and a 
laboratory assistant at Chicago and two 
engineers at San Francisco. 

The work handled by the burglary protec- 
tion department had many interesting features. 
Much work was done in connection with sys- 
tems and devices which utilize tear gas and 
similar irritants as a means of frustrating burg- 
larious attacks on vaults and safes, or daylight 
raid of premises. It was necessary to construct 
an additional gas-tight chamber of about 500 


(Concluded on page 15) 
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TRAVELERS INSTALMENT 
PAYMENT PLAN 


Company’s New Premium Theory 
Now Effective 


APPLIES TO AUTO INSURANCE 
LINES 


Liability, Property Damage, Collision and 
Plate Glass Coverages Included 

The instalment payment plan of automobile 
casualty insurance premiums of the Travelers 
Insurance Company, Hartford, details of which 
have just been announced, was made effective 
this week in most all the territory in which the 
company does business, except Canada and a 
few States. 

Contrary to the expectations of many insur- 
ance men, the plan is not based upon quarterly 
payments, but provides for payments in equal 
consecutive monthly instalments from within 
two to six months, depending upon the size of 
the premiums. 

The forms of protection to which it applies 
are automobile public liability, property dam- 
age, collision and plate glass insurance. It does 
not, however, include the automobile insurance 
lines written by the Travelers Fire Insurance 
Company. 

Insurance bought under the plan will be avail- 
able at the standard premium, and commissions 
will be paid at the customary rates as collections 
are made. Policyholders may also suspend their 
insurance when cars are put up for the winter 
just as they can under policies paid for in 
single premiums. 

Travelers producers have been informed that 
the first instalment, which they are to collect, 
is to be reported by them to the company’s 
branch offices or general agencies not later than 
the last day of the month following the month 
in which the policy becomes effective. In order 
to relieve agents and brokers of the additional 
work which may be involved in collecting sub- 
sequent premiums from automobile owners who 
prefer the instalment plan, the Travelers has 
announced that, with the consent of the individ- 
ual agent or broker, it will assume the collec- 
tion of all payments after the first. If the pro- 
ducer wishes to make all the collections, such 
will be his privilege. 

The second instalment is to be paid or re- 
ported to the company’s branch office or general 
agency, having jurisdiction, not later than the 
last day of the second month following the 
month in which the policy is effective. The 
subsequent instalments, if any, are to be paid 
or reported not later than the last day of each 
month thereafter, and if payment is not re- 
ceived within fifteen days of any of the dates 


(Concluded on page. 22) 
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“SMOKE” 











NSURANCE men will find in Albert Con- 

way, who is to be the next superintendent 
of insurance of New York, a very pleasing 
personality. Mr. Conway is a Brooklyn lawyer 
whose office at 32 Court street is always busy. 
The fact that he was recently defeated as the 
Democratic candidate for attorney general is 
no indication that he is lacking in ability, 
friends, or popularity. Unfortunately he was 
running against a man whose popularity in up- 





ALBERT CONWAY 


State New York is unusual. Mr. Conway took 
the office on January 1 and is already making 
an active study of the insurance business. 
a 

DO not know whether Frederick Marion 

Hubbell, chairman of the board of directors 
of the Equitable Life Insurance Company of 
Iowa, is the dean of life insurance executives 
or not, but if not he certainly must .be very 
close to it. He was one of the founders of 
the company when it was organized in 1867, 
and was its first secretary. On January 17, 
1929, he will celebrate his ninetieth birthday. 
A pioneer from Connecticut in his late teens, 
Mr. Hubbell was one of the early settlers in 
Des Moines and has watched that city grow 
from a tiny army post to the insurance capitol 
of the Middle West. He has been one of the 
city’s strong men and has developed one of 
the outstanding insurance companies of the 
West, thus materially aiding in establishing 
Des Moines as the strong financial and com- 
mercial center which it is. 

The field force of the Equitable of Iowa will 
conduct a seventeen-day campaign in Mr. Hub- 
bell’s honor, starting January 1, 1929. Each 
application secured during that period will have 
attached to it a special greeting to Mr. Hubbell. 


HAVE often envied those memory experts 

and disciples of thaumaturgy who go 
through an audience, look at the individuals, 
hear their names once and then, later in the 
evening, call each person correctly by name. 
At the annual Christmas party and dinner of 
the Casualty and Surety Club of New York, 
held in the Hotel Astor, that city, last Thurs- 
day evening, there were so many present (over 
300) that I wished I were equipped with the 
ability to remember names and faces of all I 
met, but I’m not so gifted. However, I did 
see at the dais Richard Deming, vice-president 
of the American Surety, who presided as re- 
tiring-president of the Club; Col. F. R. Stod- 
dard, arbitrator of acquisition cost rules; James 
A. Beha, retiring New York superintendent of 
insurance; R. R. Gilkey, secretary of the 
Surety Association; John McGinley, vice-presi- 
dent of the Travelers; H. B. Stellwagen, secre- 
tary of the National Bureau of Casualty and 
Surety Underwriters; H. P. Jackson, president 
of the Norwich Union Indemnity ; and Thomas 
J. Grahame, vice-president, Globe Indemnity 

8 ot 


C IRCUMLOCUTING here and there, I met, 
among others, A. Duncan Reid, president, 
Globe Indemnity; Jesse S. Phillips, president, 
Great American Indemnity; John King, vice- 
president, Hooper-Holmes Bureau; E. M. 
Allen, executive vice-president, National Surety 
and New York Indemnity companies; W. W. 
Greene, comptroller, General Reinsurance Cor- 
poration; John L. Mee, new executive vice- 
president, Equitable Casualty and Surety; Bill 
Barrett, New York manager, Hartford Acci- 
dent and Indemnity; O. H. Linn, surety un- 
derwriter, Metropolitan Casualty Insurance 
Company; Thomas L. Bean, superintendent of 
agents, Globe Indemnity Company; and Santa 
Claus who came out with a well-filled bag that 
contained presents and who called the recipients 
to him and delivered his gifts with appropriate 
comments. si 

HE Club elected the following officers for 

the coming year: President, John McGin- 
ley, Travelers; first vice-president, Thomas J. 
Grahame, Globe Indemnity; second vice-presi- 
dent, George E. Hayes, Union Indemnity, and 
secretary and treasurer, L. S. Billings, Travel- 
ers. The new executive committee is composed 

* * * 


7 L. HAFF has been made United States 

* manager of the European General Rein- 
surance with C. T. Gray as assistant United 
States manager, in place of the firm of Fester, 
Fothergill & Hartung, of which the former was 
resident partner. John A. Heinze becomes man- 
ager of the firm in charge of its United States 
business. At the same time, General Manager 
M. G. Nichols of the European General, re- 
tires to its board of directors and finance com- 
mittee. A full account of the changes will ap- 
pear in THE SPECTATOR next week. 
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F OR the year 1929 this department has re- 
solved on a good many reforms for its 
own beterment and has a host of good wishes 
for others. 

To Albert Conway we extend our greetings 
and felicitations and hope that his administra- 
tion as superintendent of insurance of the State 
of New York will be as masterly and sagacious 
as that of his illustrious predecessor. 

To the aforementioned illustrious predeces- 
sor, James A. Beha, we offer a fond farewell 
and the prediction that the brand new reputa- 
tion he will acquire as chairman of the board 
of the Germanic Trust Company will be as 
memorable as the one he has just laid on the 
shelf. 

To Governor Franklin D. Roosevelt, Hail! 
and the confident hope that he will not forget 
that he used to be an insurance man himself. 

To the following executives who are spad- 
ing new soil in 1929, the best of luck: Norman 
T. Robertson, president of the Germanic Fire; 
Frank D. Layton, president of the National 
Fire of Hartford; Harold M. Hess, manager 
of the New York Fire Insurance Exchange; 
Theodore F. Haff, United States manager of 
the European General Reinsurance; Harold W. 
Letton, president of the Fire Insurance Com- 
pany of Chicago; Frank N. Julian, president 
of the Bankers Fire and Marine of Birming- 
ham, Ala.; A. L. Johnston, who will manage 
the Public Fire’s casualty running-mate; Sam- 
uel Y. Tupper, responsible for the Royal In- 
surance Company’s Southern department; 
Frank A. Gantert, manager of the United 
States Fidelity Fire; Norman Moray, who is 
building up the Southern Surety of New York, 
neé Southern Surety of Des Moines, and John 
L. Mee, executive vice-president of the Equi- 
table Casualty and Surety. 

To Tom Braniff the Royal Road for his Pru- 
dential Fire and to his brother Phil continued 
success for the Braniff local agency and the 
sprightly Tebco Messenger. 

To the fire insurance companies a fat un- 
derwriting profit and to the New York fire in- 
surance brokers a new deal. 


* * * 


O A. P. De Van, president of the National 

Association of Insurance Agents, a great 
big hand, and this goes for all the members of 
the influential body he represents. 

To Prosperity and the Hoover market; I 
can’t “bear” any other. 

And finally (charge your glasses, gentlemen!) 
to Prohibition! It’s such a bonanza to the 
masses, don’t you think? 

* * * 
S for our own resolutions, faithful read- 
ers of THE Spectator will be chiefly inter- 
ested in No. 6 which says: I firmly resolve not 
to make up my own jokes in 1929 and will 
endeavor to make “Smoke” a symposium of 
the best thoughts of other minds. 
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AN ECONOMIST VIEWS BUSINESS 

OR many years before he became the 
K economist of the Travelers Insur- 
ance Company of Hartford, Professor 
William B. Bailey as a professor at Yale 
University was widely recognized as one 
of the leaders among the economists of 
the country. He has just issued a survey 
of business conditions, and the pessimist 
who looks for further diet for his gloom 
will not find it there, for Professor Bailey 
neither views with alarm nor qualifies his 
cheerful outlook, as do some prophets, 
with double meanings which will make 
the predictions correct no matter what 
happens. 

He says that he sees no indications 
of the present phase of prosperity wan- 
ing, and he asserts that signs that indicate 
the end of a period of prosperity are not 
yet in evidence. Although money rates 
are higher, due to gold exports and stock 
market speculation, he feels confident that 
the banks will see to it that the legitimate 
demands of money for business purposes 
are met. He reviews in detail the copper 
industry, the oil, textile and steel indus- 
tries, all of which, he says, promise well. 
The automobile business which was light 
at the beginning of the year picked up as 
the year advanced, and Professor Bailey 
believes there are indications that. the 
stored-up demand which was carried into 
1928 has not yet been filled and should 
stimulate production in 1929. He thinks 
it might easily result in the production of 
close to 5,c00,000 automobiles during the 


coming year. In the building industry, 
he says, while there will probably be no 
great amount of apartment house and fac- 
tory building, there is likely to continue 
a demand for new office and mercantile 
buildings, suburban homes, highways, 
bridges and dams, which mean that the 
building and construction industries need 
not fear. There is also in prospect a large 
amount of government building. Even 
the farmer, says Professor Bailey, is 
slowly working his way out, but he ad- 
mits that what 1929 holds for him it is 
impossible to predict, for his business 
largely depends upon weather conditions, 
both here and abroad, and weather con- 
ditions are impossible to predict far in 
advance. 

What has all this to do with the insur- 
ance business ? 

Everything. In fact, Professor Bailey 
himself calls attention to that. Since life 
insurance sales, he says, are largely de- 
pendent upon prosperity, this condition is 
of great assistance to life insurance sales- 
men. As he correctly asserts, it is impos- 
sible to sell much life insurance when a 
few people are receiving large incomes 
and the vast majority has little to spend. 

When the country is prosperous, when 
that prosperity is widely diffused, it is 
a poor life insurance salesman, or for that 
matter the salesman for practically every 
type of insurance, who does not share to 
even more than a proportional share in 
this prosperity. 

The present year should be a most suc- 
cessful one for the insurance companies, 
and that means, first of all, for the agents 
who sell the insurance policies. The 
wide-awake salesman will not neglect the 
opportunity. The other type, which grows 
less from year to year, will as usual have 
a bad season, deplore conditions, criticize 
his company and the public, and survey 
his own poor returns without admitting 
that he has ‘only himself to blame. 


THE UNDERWRITERS LABORATORIES 

IZE is not always the final test of 

value, but it must be admitted that 
the very length of the review of the work 
of the Underwriters Laboratories, Inc., 
for 1928 is in itself a striking indication 
of the wide nature and exhaustive scope 
of what that organization is attempting 
and accomplishing in the fire insurance 
world. 


The report itself is reviewed in another 
part of THe Specrator this week. The 
Underwriters Laboratories, which was 
incorporated in 1901, was established 
and is maintained by the National Board 
of Fire Underwriters. Its object was ser- 
vice, not profit, and during the years that 
‘have passed since it began operation it 
has accomplished a tremendous amount 
of good, and has so broadened its activ- 
ities that from year to year it has played 
an ever-increasing part in the work of 
trying to lessen the shameful loss of life 
and property in this country because of 
fire. 

Fire protection and prevention are the 
cardinal and sole aims of the organiza- 
tion. Its endorsement of appliances, and 
its opinion on fire prevention questions 
in general, have come to have the weight 
of authority. More and more the public 
is being made to realize that the Under- 
writers Laboratories is at its service, and 
more and more, because of that service, 
we believe, the public is recognizing the 
need and the reason for cutting down the 
loss because of fire that for so many years 
has disgraced us. 





CHICAGO TAX MUDDLE 


Fayart Decision May Mean Controversy 
Between State and City 


Cuicaco, Int., January 2—In spite of the 
fact that the recent decision in the Fayart case 
apparently relieves the out of State fire insur- 
ance companies from the obligation to pay 2 
per cent tax on gross premiums to municipali- 
ties for their fire departments, the companies 
probably will continue to pay this tax. This 
was the opinion of the attorneys. 

This represents an unexpected bit of salvage 
for the city of Chicago from the wreckage of 
its dream of increased revenues from the fire 
insurance companies, a dream that was rudely 
and completely shattered by the Fayart decision. 
The company attorneys point out that the fire 
department taxes are deducted from the State 
privilege tax and that continuance of payment 
to the municipalities will not mean any addi- 
tional expense. 

However, the question then arises as to 
whether the State will permit the cities to con- 
tinue to receive the fire department taxes in 
view of the cloud set up by the Fayart decision. 
Thus the controversy is likely to be between the 
State and the cities as to division of the fire 
insurance tax money. 

The cities lost their right to tax the com- 


panies when the supreme court held that section — 


30 of the revenue act of 1869 was unconstitu 
tional because the section discriminated against 
out of State fire insurance corporations. 
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Football and Life Insurance 
(Concluded from page 3) 


wander from the main point at hand—of get- 
ting the man to take the policy. 

“The man who goes into anything and has 
the one play idea is bound to be successful,” 
he asserted. “The great trouble to-day is that 
we haven’t got the one-play idea and we don’t 
put everything we have into that one play.” 

His third lesson was teamplay—co-operation. 
And he told of the Yale-Princeton game of 
1919. The score was tied at 6 to 6. Only a 
few minutes remained to play. A Yale man 
fumbled. One Yale man was near the ball and 
two Princeton men. But the Princeton man 
closest to the ball didn’t try to pick it up. In- 
stead he ran past the ball and took out the 
Yale man. The second Princeton man scooped 
up the ball and ran for a touchdown. 

“The papers the next day,” said Mr. Roper, 
“referred to it as the winning touchdown. But 
they were wrong. The winning touchdown was 
the sacrifice of the first Princeton player. And 
the same thing is true in life insurance. We 
must build up the pull-together idea.” 

And the last lesson he learned was that “the 
game is not over until the final whistle blows. 
For many a game is won in the last few sec- 
onds and many a prospect that doesn’t look 
promising and appears to be lost signs on the 
dotted line just before ‘the final whistle blows.’ ” 

Insurance Comissioner Taggart was a guest 
at the meeting. 


PLANS LEGISLATIVE REFORMS 
Pennsylvania Commissioner Said to Be 
Studying Needs 


PHILADELPHIA, PENNA., January 2.—Within 
the coming fortnight, Insurance Commissioner 
Taggart will confer with Governor Fisher re- 
garding the insurance legislation he desires to 
sponsor at the forthcoming session of the Legis- 
lature. 

It is said that Colonel Taggart has spent 
many weeks in studying the insurance situation 
and to working out plans for legislation that 
he believes will correct existing evils. Just 
what the nature of the legislation to be recom- 
mended is, Colonel Taggart would not disclose, 
declaring that he preferred not to say anything 
until after he had conferred with the Governor. 

At last week’s luncheon-meeting of the 
friendly conference of general agents, man- 
agers and superintendents of the Philadelphia 
Association of Life Underwriters, Mr. Taggari 
was introduced and made one of the shortest 
talks on record, asking those present to let him 
know evils that they thought could be corrected 
by legislation and also existing legislation that 
they believed needed changing. 


Acacia Mutual’s Christmas Party for 
Home-Office Employees 

Nearly four hundred home office employees 
of the Acacia Mutual Life Association of Wash- 
ington, D. C., gathered in the auditorium of 
the company’s new home on December 24 for 
their annual observance of Christmas. Follow- 
ing a custom of many years, the first portion 





of the program was given over to a musicale. 
This was followed by a talk given by Presi- 
dent William Montgomery in which he briefly 
reviewed the past year’s progress. He highly 
commended Acacia’s employees for their part 
in making 1928 a notable year from the stand- 
point of gains in new business and in the com- 
pany’s assets. When Acacia’s annual state- 
ment is published it will show a substantial in- 
crease over the business of the previous year. 
As a further evidence of the appreciation of 
the company for the loyalty and hard work of 
its employees, President Montgomery an- 
nounced that the board of directors had voted 
a bonus of 5 per cent of the year’s salary to 
every employee whose name appeared on the 
company’s pay roll on December 22. 


Maryland Life’s Campaign 

Battimore, Mp., December 29.—B. I. Chap- 
men, of Virginia, led the agents in the “World’s 
Series” baseball campaign staged by the Mary- 
land Life Insurance Company, C. C. Clabaugh, 
supervisor of agencies, announced this week. 
Other winners in the order they finished follow: 
C. T. Poole, North Carolina; Samuel Burgess, 
Virginia; M. D. Holderby, North Carolina; J. 
A. Burke, Virginia; W. S. Smith, Baltimore; 
J. T. Rose, North Carolina; G. M. Evans, North 
Carolina; P. L. C. Fischer, Baltimore; C. G. 
Nunnemaker, Pennsylvania; H. E. Imhoff, 
Pennsylvania; J. S. Phillips, West Virginia, 
and R. L. Watson, Georgia. 

The contest was so successful that a similar 
one will be staged next year. 
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known to the public. 
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individuals. 


farms. 


finds 
beneficiaries and borrowers — who 
are grateful to the Company 
for its service to them. 


COMPANY 
Madison Square, New York 


DARWIN P. KINGSLEY, President 








Nylic Friends 


National advertising grows because retail merchants have 
learned that it is much easier to sell goods that are well 


Nylic Agents do not find it necessary to “introduce” their 
Company, which now has Two Million Policyholders 
insured for nearly 7 Billion Dollars. 


Since organization, Nylic has paid to living Policyholders 
and to beneficiaries over 2 Billion 600 Million Dollars. 
It is now distributing over 50 Millions a year in Dividends. 


Through 84 years of investing, New York Life has been 
of incalculable service to the nation, to business and to 
Today its assets of over | Billion 400 
Million Dollars are largely used to finance public works, 
railroads, public utilities, business buildings, homes and 


So, wherever the Nylic agent goes, he 
Nylic friends — policyholders, 


NEW YORK LIFE INSURANCE 
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New Home Office Building 
on the site of the famous old 
Madison Square Garden. 
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SECTION 97 CONTROVERSY 


James A. Beha Writes Final Letter to 
Julian Myrick 








NET COST UNDER DISCUSSION 





Commissioner Contends That Reduction in 
Gross Premiums Will Benefit Policy- 
holders 


James A. Beha, retiring as Commissioner of 
Insurance of New York, got in the last word 
in his controversy over the proposed changes to 
Section 97 of the New York law by writing a 
letter to the latter under date of December 29. 
Mr. Myrick will be unable to reply to Mr. 
Beha in his official capacity and will either have 
to address himself to the latter unofficially or 
to the new commissioner, Albert Conway. 

Mr. Beha in his letter, addressed to Mr. 
Myrick as chairman of the special committee 
representing the New York State Life Under- 
writers Association, discusses the question of 
reduced gross premiums and their effect upon 
net cost. He says: 


In your printed circular letter of November 
1, 1928, your committee stated that in its opin- 
ion the proposed amendments will result in a 
lowering of gross premiums and that these de- 
creased gross premiums will not lower the “net 
cost” of life insurance. In the printed copies 
of your committee’s letter of December 5, 1928, 
to me, you state that experience proves that 
lower gross participating premiums would not 
lower the cost to the public. 

The experience of the twenty representative 
participating companies referred to in your me- 
morandum of November 1, 1928, certainly does 
not prove that the reductions of gross premiums 
by companies have not reduced the net cost of 
insurance to the policyholders. Nor does it 
prove that future reductions in gross premiums 
will not reduce the net cost of insurance to 
policyholders. 

As pointed out in my memorandum of No- 
vember 12, 1928, your comparison of the experi- 
ence of different companies does not prove your 
contention on this point. The effect of ignor- 
ing the interest factor in calculating the net 
cost for a twenty-year period is material and 
is unfair to the lower premium companies. 

It would have been much more in point had 
your committee showed the effects of reductions 
in gross premiums upon the net costs in individ- 
ual companies. I have undertaken the Pprepara- 
tion of such a table, omitting companies num- 
bers 7 and 17 in your list, which two companies 
were not authorized to do a life insurance busi- 
ness in this State in 1907 or 1908. The table 
showing such a comparison is attached to this 
letter. 

You will note from the table that seven of 
the companies reduced their gross premiums in 
1907-1908, and that eleven of the companies did 
not make any change in their gross premiums 
in 1907-1908. Each of the seven companies that 
reduced their gross premiums shows a lower net 
cost for a twenty-year period under the reduced 
premiums (issues of 1908) than under the higher 
gross premiums (issues of 1907). Notwithstand- 
ing the fact that the interest factor is ignored 
(which procedure, as pointed out in my memo- 


randum of November 12, 1928, is more favor- 
able to the higher premium policies in such a 
net cost comparison) the companies that re- 
duced gross premiums show an average reduc- 
tion in net costs under the lower premium poli- 
cies of about 2.4 per cent. The companies that 
did not change gross premiums in 1907-1908 
show a reduction of only 0.9 per cent in the 
ov as between policies issued in 1907 and 

It therefore seems very clear that what exper- 
ience is available on the subject shows that the 
companies that have reduced the gross premiums 
have shown lower net costs under their lower 
premium policies than under the policies pre- 
viously issued at the higher premiums. 

I therefore reaffirm the statement in my 
memorandum of November 12, 1928, that it 
stands to reason if any participating company 
should reduce its gross premiums, it would re- 
duce the net cost of insurance by at least the 
amount of taxes and other expenses saved on 
the amount of the reduction in premiums. 

I can see no sound reason for the opposition 
of your committee to the removal of legal ob- 
stacles to safe and proper reductions in pre- 
miums. It seems only logical and proper that 
such arbitrary legal obstacles should be removed. 
The matter of reducing gross premiums should 
be left to the management of each company so 
long as the premium level is required to be 
kept above a safe minimum. 

Your committee has stated its opposition to 
reductions in gross premiums under participat- 
ing policies. Experience shows that reductions 
in participating gross premiums in the past has 
resulted in lowering the net cost of insurance 
to the policyholders in the case of each of the 
companies reducing their gross premiums. It 
is only reasonable to expect reductions in the 
net cost of insurance to the policyholders in the 
future in the cases where gross premiums are 
lowered. 


JOHN HANCOCK MUTUAL LIFE 
INCREASES BENEFITS 
Introducing Accident Feature on Weekly 
Premium Policies 


The John Hancock Mutual Life Insurance 
Company announces that double indemnity 
benefits will be extended in case of accidental 
death to weekly premium policyholders on and 
after January 1, 1929. 

This affects policies from the attained age of 
fifteen, to and including age sixty-nine, and is 
very general, applying to all save a few ex- 
tra hazardous occupations where this additional 
risk cannot at present be assumed. 

The general effect of this action is that the 
amount of the claim on policies entitled to this 
benefit which become death claims by accident 
on and after January 1 will be double the usual 
amount of the policy. 

This additional benefit is given without in- 
crease in premium, and represents another im- 
portant advance in life insurance service. It is 
estimated that for the first year of operation 
this will increase the payments to John Hancock 
policyholders by a sum reaching well up toward 
a million dollars. 


TO FORM INDUSTRIAL 
SECTION 2 


American Life Convention Will Add 
to Groups 








W. J. BRADLEY IS SPONSOR 





Action Is Outgrowth of International In- 
dustrial Life Asseciation 


During insurance week in New York, a 
special committee of the American Life Con- 
vention, composed of Isaac Miller Hamilton, 
chairman, president of the Federal Life; O. J. 
Arnold, president of the Northwestern National ; 
Charles F. Williams, vice-president of the West- 
ern and Southern; Clarence Ayres, president 
of the American Life Convention, and Claris 
Adams, secretary of the convention, held a 
hearing and, after hearing arguments advanced 
by W. J. Bradley, publicity manager of the 
Home Life of Philadelphia, voted to strongly 
recommend to the executive committee of the 
American Life Convention the formation of an 
industrial section of the American Life Con- 
vention and that the new section’s first meet- 
ing be held at the next convention in Cincinnati 
next October. 

At the same time, C. E. Rickerd, president 
of the Insurance Advertising Conference, let it 
be known that he would turn over to the execu- 
tive committee of the conference, with the rec- 
ommendation that it be given special study, 
the suggestion of Mr. Bradley that the confer- 
ence recognize the industrial life man by divid- 
ing the life group into two sections with the in- 
dustrial end having its own program and that 
that program should not conflict with the ordi- 
nary life schedule. 

The man responsible for this recognition of 
the weekly-debit-man is William J. Bradley, 
of the Home Life of Philadelphia. Mr. Brad- 
ley has worked for three years to obcain this 
recognition of the industrial business. In his 
arguments, he pointed out that the industrial 
business has something like 75,000 agents and 
10,000 superintendents, etc., that those agents 
have entree into the homes of their thousands 
of policyholders and that the industrial prob- 
lems are far different from those of the ordi- 
nary business and deserved a special section 
of its own where those problems could be 
threshed out and ideas advanced for their solu- 
tion. 

The idea of an industrial life organization 
was hatched by Mr. Bradley and J. J. Doyle, 
publicity manager of the Western and South- 
ern, while they were attending the 1925 conven- 
tion of the Insurance Advertising Conference 
in Boston. 

The next step was a meeting held in Hart- 
ford in May, 1927, of an organization com- 
mittee composed of Mr. Doyle as chairman, Mr. 
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256 Broadway, New York, N. Y. 


A Plain Statement 


While gratified by the large increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time pro- 
gram of development consisting of— 


1st —Specializing on the larger and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual 
savings to which this plan of operation 
entitles them. 

2nd—The building of a high type of sales or- 
ganization capable of dealing with the 
business and professional men who make 
up this Preferred group. 

3rd—The training through personal instruction 
and group conferences of its Managers 
and General Agents in the essentials of 
sales management, so they may success- 
fully recruit and train this better class 
of salesmen. 


We believe this program will not only secure the 
continued sound growth of the Company, but will 
create a most unusual opportunity for those associated 


HOME LIFE 
INSURANCE COMPANY 


Ethelbert Ide Low, President 


James A. Fulton, Agency Vice President 
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The Western Automobile Insurance Company 
The Western Automobile Casualty Company 
The Western Fire Insurance Company 


HOME OFFICES 
FORT SCOTT, KANSAS 


Established in 1910. 

Operating in 20 States. 

Combined Assets $2,870,200. 

Combined Capital and Surplus $1,080,392. 
Cash Income, 1927, $2,002,796. 


“a 4-3 4 4 


Desirable Agency opportunities 
in unoccupied territories 


E. C. GORDON RAY B. DUBO 
Secretary President 

















That Company— 


In an expanding mood pre- 
sents many wonderful opportu- 
nities to men of character and 
good record. Openings in Cal- 
ifornia, Oregon, Utah, Arizona, 
Nevada, Idaho, Wyoming, Okla- 
homa and Texas. 


Insurance in force, 


$100,000,000 


Admitted Assets, 


$14,250,000 


Direct Home Office Contracts 


CALIFORNIA STATE LIFE 


J. ROY KRUSE, President 
Home Office: 


Sacramento 














HOME OFFICE HELP 


when a feller needs a friend— 





After you have decided 
that “the company,” its 
rates, and its contracts are 
right, and you face a territory full of 
nothing but people—that’s when a fel- 
-er needs a friend. 


The Franklin Field Service Depart- 
ment sticks right: with agents from the 
time it sends out the lists of old policy- 
holders—who are friends when the 
Company is The Franklin—until the 
end of the chapter. 


The Field Service Department keeps 
agents exactly informed about the 
business end of their business. Ac- 
curate statements of business in force, 
comparative data to show actual pro- 
gress or lack of progress, helpful sug- 
gestions at times when competition is 
close or time is short: these helps, ef- 
ficiently and cheerfully tendered, make 
Franklin agents call this Department 
a friend in need. 


The Franklin Life Insurance Company 
Springfield, Illinois 
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Bradley as vice-chairman; E. Hall Cullom, vice- 
president, Life and Casualty of Nashville, as 
secretary ; and Howard M. Emmons, vice-presi- 
dent, Mutual Life of Baltimore; Felix Roth- 
schild, secretary of the Sun Life of America; 
H. C. Welsh, vice-president, American Bank- 
ers, and Charles Fleming, publicity manager, 
Life Insurance Company of Virginia. 

At this meeting, the International Industrial 
Life Association was formed with 38 companies 
as charter members. Mr. Cullom was eletced 
president, and Mr. Bradley, secretary-treasurer. 
Mr. Cullom, however, was forced to resign the 
office because of heavy press of business. 

The new organization then sent out letters to 
all industrial companies in the United States 
inviting them to become charter members. 
Encouraging replies were received. Shortly 
after this, Herbert Woolen, then president of 
the American Life Convention, suggested that 
there was no need of another insurance organ- 
ization and suggested the formation of an in- 
dustrial section of the American Life Conven- 
tion. The Industrial Insurers Conference at 
the same time suggested that the International 
Industrial Life Association combine with it. 
However, the companies interested in the new 
association found that the Industrial Insurers 
Conference did not quite meet their needs as 
their problems differed. 

However, it decided to halt organization 
actvities pending the action of the American 
Life Convention. At the 1927 convention, the 
executive committee of the American Life Con- 
vention decided against the proposed industrial 
section. Then it was decided to make a sec- 
ond appeal to the American Life Convention 
and at the last convention in October, Mr. Welsh 
appeared before the executive committee of the 
American Life Convention. His plea for recog- 
nition of industrial life insurance resulted in 
the appointment of the special committee which 
met in New York during Insurance Week and 

decided to recommend to the executive com- 
mittee the formation of the industrial section 
of the American Life Convention. 


Peck & Hill Furniture Company Great 
Believer in Insurance 

Jay C. Hills, president of the Peck & Hills 
Furniture Company, carries $2,500,000 of life 
insurance on his life, and officials of the com- 
pany, which has offices all over the country, 
are insured for sums totaling another $1,000,- 
000. Mr. Hills is a firm believer in life in- 
surance, and in a recent statement Says: 


The growth of this company has been con- 
stant, and its life insurance has kept pace with 
its increasing volume, until at the present time, 
approximately $3,500,000 insurance is carried 
on the officers and managers of our business. 

I am a firm believer in co-ordinating life in- 
surance protection with the activities of com- 
mercial corporations. I believe it good busi- 
ness to take advantage of life insurance poli- 
cies, which guarantee a large amount of cash 
at an uncertain daté, and greatly assist in making 
permanent the organization and in strengthen- 
ing credit. 

The Peck & Hills Furniture Co. has grown 
rom a meager business in 1896 to a volume 
which in 1928 will probably exceed $17,500,000 
and in my opinion the use of life insurance has 
materially assisted in this splendid growth. 


SUPPORT AMENDMENTS 


Haley Fiske and W. H. Sargeant 
Write New York Superintendent 








LETTERS WERE UNSOLICITED 





Life Insurance Executives Both Commend 
Efforts of James A. Beha 

James A. Beha, superintendent of insurance 
of New York, has made public two unsolicited 
letters addressed to him from such prominent 
life insurance executives as Haley Fiske, presi- 
dent of the Metropolitan Life Insurance Com- 
pany, and W. H. Sargeant, president of the 
Massachusetts Mutual Life Insurance Company, 
both strongly supporting the proposed amend- 
ments to Section 97 of the New York Insurance 
Law. These letters are in addition to a previ- 
ously published letter along the same lines from 
Edward D. Duffield, president of the Pruden- 
tial Insurance Company of America. 

Mr. Fiske, writing under date of December 
19, says: ; 

Now that the final draft of the proposed 
amendments to sections 84, 85, 86, 96, 96-a and 
97, of the New York Law have been com- 
pleted, permit me to congratulate you upon the 
thoroughness with which the problems have 
been treated. 

The proposed laws show an intelligent grasp 
of the difficulties resulting from the application 
of the old laws to modern conditions, and offer 
a solution of these difficulties which is at once 
practical, easy of application, and in harmony 
with the underlying principles as laid down by 
the Armstrong laws. 

The letter from President Sargeant is dated 


two days earlier, December 17, and is equally 
commendatory : 


I was pleased, indeed, for the opportunity 
which my visit to New York last week afforded 
of making your acquaintance, and I only re- 
gret that I could not have had a bit more of 
your time to have discussed with you the pro- 
posed changes in section 97 of your State’s in- 
surance laws. Our company is in hearty ac- 
cord with your views as to the need for this 
legislation. Your proposals are of a construc- 
tive nature and we earnestly hope they will 
meet with the approval of your State legislators. 
I am sorry that, as a result of your resignation 
as Superintendent of Insurance, the proposals 
will not have your official backing at the time 
the legislative hearings take place. 


Appointed General Agent 

Battrmore, Mp., December 29.—Leonard C. 
Bailey has been appointed general agent of the 
Maryland Life Insurance Company, with head- 
quarters at Macon, Ga., and assumed his new 
duties January 1. 

Mr. Bailey is well-known in the insurance 
field. 


In the table Record of Fraternal Orders, con- 
tained in Tue Spectator of November 15 it 
must be borne in mind that, in considering the 
item of surplus assets per capita held Decem- 
ber 31, 1927, those orders which maintain re- 
serves on the 3% per cent or 4 per cent Amer- 
ican or National Fraternal Congress Tables can 
not be compared with these societies, which do 
not include any reserves in their liabilities. The 
former societies are denoted by footnote E stat- 
ing that their liabilities include reserves. 
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The Investment Trust Service of Life 
Insurance 

A new book written by Albert G. Borden, 
second vice-president of The Equitable Life 
Assurance Society of the United States, New 
York, and published by F. S. Crofts & Co., is 
entitled The Investment Trust Service of Life 
Insurance. The book appeals to both life m- 
surance agents and their clients, and is intended 
to set forth some of the after-deatn financial 
services rendered by the life insurance compa- 
nies. In pursuance of this object Mr. Borden 
made a study of the subject and received much 
information from the numerous life insurance 
companies which he consulted. The result of 
his research revealed the real merit of such 
financial service and the deplorable ignorance 
on the part of both the public and the life in- 
surance fraternity as to its scope and value. It 
gave him an insight into what the life insurance 
companies are able to do for its beneficiaries, 
which he has described in his valuable book. 
The chapter titles are: An Ideal Investment; 
The Investment Trust; Life Insurance; Trans- 
mitting versus Creating an Estate; A Model 
Life Insurance Estate; Specimen Settlements. 
There are also exhibits covering comprehensive 
agreements; income settlement agreements; 
family settlement with remarriage provisions; 
a reversionary life insurance estate ; interest in- 
come plan; life income bonds; an insurance 
estate for a family; anniversary policy; educa- 
tions fund agreements; combination special 
fund and educational allowance for son; and 
another life insurance estate. 

The foregoing titles indicate to some extent 
the nature of the contents of the book, which 
Mr. Borden has not attempted to make a com- 
plete treatise, but rather to offer suggestions 
along the lines of the many ideas involved. Its 
recommendations to policyholders and prospects 
will enable them more thoroughly to provide 
for their families and will help agents to 
achieve real success as life underwriters by 
serving their clients more satisfactorily. Mr. 
Borden’s book demonstrates the fact that mod- 
ern life insurance constitutes a magnificent in- 
vestment trust, with well diversified investments, 
which are managed by technical experts, so that 
it provides a safe means of investment as well 
as one which can be made to carry out the 
program of the insured in caring for his family. 
The price of this interesting book is $1.50. 


Paul F. Clark to Speak in Baltimore 


BattrmoreE, Mp., December 31.—Paul F. 
Clark, president of the National Association of 
Life Underwriters and general agent at 


Boston for the John Hancock Mutual Life In- 
surance Company, will deliver the principal ad- 
dress at the meeting of the Baltimore Life Un- 
derwriters Association at the Hotel Emerson, 
January 10. John A. Stevenson, home office 
general agent of the Penn Mutual Life Insur- 
ance Company at Philadelphia, will also deliver 
an address before the meeting. 


—Officials of the American Central Life Insuramce 
Company in Indianapolis, have filed papers increasing 
the capital stock of the company $363,000. 
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Years of Life Insur- 
ance Ideals and Services 


AN IDEAL became a reality when, on February 
Ist, 1843, “Tae Murua Lire of NEw York” 
issued its first policy. The business of life insurance 
ms the mutual plan started in America then and 
there. 


Priority in its field is not the Company’s claim to 
greatness—age in itself is no great distinction. THE 
Mutua. Lire began with high ideals of business 
conduct, which still prevail. It aims at quality and 
to be highly honorable in all its dealings. 


In its relations with policyholders and their repre- 
sentatives THE MuTUAL Lirg has an outstanding 
record. 


Those who contemplate life insurance soliciting as 
a career are invited to apply to 


The Mutual Life Insurance Company 


of New York 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 


34 Nassau Street New York, N. Y. 




















Writing Casualty Insurance 
Fidelity and Surety Bonds 








































GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St., 


Chicago 


POSE BARRY DIETZ 


President 


WM. J. ALEXANDER 
Secretary 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


Incorporated 1895 


T. F. BARRY, FOUNDER 


























Planning the Year’s Job 


The annual January conferences are a great oc- 
casion with Peoria Life agents. For weeks they 
have been busy in anticipation of this outstanding 
event. The first session is the conference of man- 
agers at the Home Office, which adjourns only to 
reconvene in the form of conferences held in every 
agency, attended by every agent of the Company. 

Here Peoria Life agents acquire encouragement 
and enthusiasm from a review of the old year. Here 
they lay the plans which are to be a challenge and 
a guide to their most effective efforts during the 
year to come. 

Out of the January conferences grows a unified, 
constructive program. The plans of each individual 
agent and the objectives of the Company are woven 
together so that the entire organization moves for- 
ward to greater success. 


Both the agents and the Company contribute their best 
thought and experience to the information of a practical, 
working schedule of the year’s work. Every Peoria Life 
agent has a part in drafting the program; hence he is well 
acquainted with the common goal and the part that is ex- 
pected of him in its accomplishment. He faces the future 
with certainty and enthusiasm, a definite course clearly 
charted before him, knowing that his Company holds out 
a helping hand all along the way. 


Peoria Life Insurance Co. 


Peoria, Illinois 
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Clarence L. Ayres Is Optimistic Over 
Prospects for 1929 


That there should be a substantial improve- 
ment in general business conditions throughout 
the country during 1929 is the opinion held by 
Clarence L. Ayres, president of the American 
Life Convention. 

Mr. Ayres bases his very optimistic view of 
the outlook for the new year not only on in- 
formation obtained through the agency organ- 
ization of his own company, the American Life 
Insurance Company of Detroit, Mich., but from 
reports sent in by the field forces of other Amer- 
ican Life Convention companies. 

The American Life Convention, organized 
for the purpose of encouraging, upholding and 
maintaining the business of life insurance, now 
has 140 member companies, including many of 
the largest insurance organizations in the United 
States and Canada. These companies have 
more than $23,000,000,000 of life insurance in 
force, admitted assets of about $3,000,000,000 
and are paying for more than $5,000,000,0000 
of new business annually. They have agents 
in every State in the Union, the District of 
Columbia, our island possessions and most of 
the provinces of Canada, and thus are in con- 
stant contact with every basic industry and the 
men and women engaged therein. It has been 
aptly stated that life insurance is one of our 
best business barometers, and experiences of 
years indicates that it is. “I am very sure that 
1929 will be a good year for most every line of 
business,” Mr. Ayres said in discussing the 
outlook for next year. “We in life insurance 
have every reason to hope for a further ad- 
vance, notwithstanding that for the sixth con- 
secutive year a new record for production has 
been established in 1928. And taking life in- 
surance as a yardstick for economic progress 
one cannot help but paint a golden picture of 
American progress. Although complete reports 
are not available a gain of approximately $1,- 
500,000,000 in new life insurance has been made 
this year. I look for a similar advance in 1929. 

“The best informed men in such basic in- 
dustriés as steel, automobile, electrical produc- 
tion, coal, oil and minerals are all anticipating 
generally improved conditions during the next 
twelve months. The outlook for agriculture and 
its dependent lines of trade is much brighter 
than a year ago. General business has also 
established itself on a more settled basis since 
the November elections, notwithstanding that 
the outcome of the voting was generally antici- 
pated and there was not so much slowing down 
to await the returns as usual in presidential 
election years. 

“Business men, I have found, are of the 
opinion that President-elect Hoover’s Good Will 
Tour of Central and South America will have 
a most wholesome effect on most every line of 
industry in our country. Certainly our trade 
relations with the countries he will visit be- 
fore returning home should be greatly im- 
proved. And in this day our relationships are 
so closely interwoven that the country as a 
whole usually benefits when any important line 


of business experiences acceleration upward. 

“The curves of practically every line of in- 
dustry is upward when seasonal conditions are 
given proper consideration. The latest avail- 
able reports are that employment is on the in- 
crease and I am sure there will be a steady 
improvement in that respect in all our large 
metropolitan and industrial centers. Another 
very pleasing factor in life insurance has been 
the gains reported from our agricultural dis- 
tricts, especially in the Middle West, the 
Northwest and South. From every angle the 
outlook in those sections is most promising. 

“General business has come through the last 
quarter of 1928 in splendid shape. Reports are 
that records were set by the holiday trade this 
year. That is a very healthy condition, as it re- 
flects the views of the American people. They 
must be optimistic of the future when they 
spend in such volume for gifts and what most 
of us consider luxuries. 

“Tt is certain that the incoming administra- 
tion will take effective steps toward giving the 
farmers the kind of relief they most need. 
Naturally anything that gives the farmers more 
money to spend is certain to prove beneficial 
to every line of industry, for truly agriculture 
is the foundation of our national progress. In 
recent weeks farmers have been buying life in- 
surance in very good volume. Crops on the 
whole this year were good and fair prices were 
received by the agriculturists. 

“Viewed as a whole the outlook for 1929 is 
very good. In the main the few bad spots in 
the industrial map are rapidly disappearing, and 
there is every reason to expect very good condi- 
tions for everyone in the new year. We in life 
insurance anticipate that it will be our best 
year.” 


Wins Essay Contest 


Wilma Seaver, 13 years old, daughter of Mrs. 
Mabel Seaver, 627 Morris avenue, Topeka, 
Kans., has been awarded the sweepstakes prize 
totaling $75 in cash given by the Central Life 
Assurance Society, of Des Moines, Ia., for the 
best essay on “How Life Insurance Protects the 
Home.” A check for this amount and congratu- 
latory letter from President T. C. Denny have 
been sent to this Topeka girl. Her essay, ac 
cording to her mother, was her daughter’s owr 
idea and all of the composition was accomplishec 
by Miss Seaver without aid from others. It 
was submitted in a nation-wide contest and was 
judged on the basis of idea, composition and 
neatness. Entries were limited to children only. 

The country was divided into three sections 
—Iowa, Wisconsin and all other States. There 
were first prizes of $25, second prizes of $10 
and third prizes of $5 and 20 prizes of $1 in 
each section, with a sweepstakes prize of $50 
for the best of the three first prize winning 
compositions. Miss Seaver won the $25 prize 
for the all-other-States section and the $50 
sweepstakes award. In this group, Robert W. 
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Rempfer, 14 years old, of Parkston, S. D., was 
awarded second prize ($10) and Jean Frances 
Hegel, 13 years old, 3439 Columbus avenue, 
Minneapolis, Minn., was given third prize of $5. 


Actuarial Rarity 


There is an unusual opportunity for biblio- 
philes specializing in actuarial collections to aug- 
ment their library by a rare copy of Life Tables 
with appropriate formulas for the solution of 
questions pertaining to life contingencies by 
Lewis C. Lawton and Benjamin Griffen, actu- 
aries of the Mutual Life Insurance Company 
of New York. This book was published in 1873 
and is still a standard work. Among the con- 
tents noted are formulas for annuities, assur- 
ance, endowments, endowment assurances, joint 
life, also for commutation columns for a partic- 
ular order of survivorship, old life against the 
younger survivorship, annuities old life sur- 
vivor and young life survivor. 

The bulk of the work comprises some very 
valuable tables including monetary tables at 4, 
414, 5, 6 and 7 per cent; Northampton Table; 
Carlisle Table; Value of annuities and 6 per 
cent based on the Carlisle Table, together with 
commutation columns on same; the actuaries 
of Mortality with commutation columns at 4, 
414, 5 and 6 per cent; Logarithms commuta- 
414; 5; and 6 per cent; Logarithms commuta- 
tion columns, 4, 4%4, 5 and 6 per cent; the 
American Table, Life Annuities, 4, 444 and 6 
per cent; the American table, reserves in pre- 
miums on the American table at 4 per cent for 
continued premiums 5, 10, 15 and 20 premium 
life, single premiums, also endowment insur- 
ances payable at age 30, 35, 40, 50, 55, 60, 65 
and 70, payable continuously or in five or ten 
annual payments. Complete premiums and re- 
serves on the American 4% per cent table are 
also given. ; 

As an indication of the high regard in which 
this publication is held by actuaries both from 
its practical and historical value, it might be 
mentioned that no copy of this work has been 
purchasable in the last fifteen years, although 
several requests have been directed to this office 
for a copy. The book itself is well bound and 
in unusually good condition for a book of its 
age. Of added value to the publication are sev- 
eral ink notations of additional tables tised by 
the former owner who was one of the best 
known actuaries some 20 years ago. | 

We are enabled to offer this rare book to 
those interested in the actuarial science by rea- 
son of the settling of the estate of the actuary 
in whose collection it was a valued component. 

The price of this book will be furnished on 
request to those interested and will be disposed 
of to the first applicant. We are thus advising 
of its availability in order that all may have 
an equal chance to procure it: 


Holds Christmas Party 
The South Bend Association of Life Under- 
writers, South Bend, Ind., recently held its an- 
nual Christmas party. The usual speaking pro- 
gram was dispensed with in order that each 
member might be recognized and become a par- 
ticipant in the levity that followed the luncheon. 
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ASSETS 


| American Equitable Assurance Company 
| of New York 


September 30, 1928 Statement 


Collateral Loans............ $ 200,000.00 


LIABILITIES 


Reserve for Unearned Premi- 
WE a ee eee yo $1,966,293 .44 














Bonds and Stocks........... 7,598,484.39 Reserve for Losses.......... 332,539.51 
Reserve for all other Liabil- 

Premiums and Accounts Re- RE BOS ee ae 664,775.78 
REESE SSI GA AS 447,737 .96 Voluntary reserve for Con- 

; ‘i i kyo eee is ,000 . 00 

Reinsurance Receivable...... 11,563 .32 C ome yd “*"$9,000,000.00 1,400,000 . 0 
Interest Accrued............ 9,116.03  Surplus...... 2,599,073 .53 

Cash on Deposit............ 635,780. 56 Surplus to Policyholders..... 4,599,073. 53 













$8,962,682 .26 


CORROON & REYNOLDS, 


92 William Street, New York City 


$8,962,682 . 26 


Incorporated 
Manager 





















































CASH CAPITAL 


FIRE INSURANCE CO. 


Manchester, N. H. 
ASSETS. $14.675,712.03 


$ 7.032,749.55 


POLICYHOLDER S' SURPLUS 
$ 7.642,962.46 


$2.500.000.00 | 


Ml TOTAL LIABILITIES EXCEPT CAPITAL ig 





Field Annuals 


and 


(nsurance Directories 


for 


*Greater New York 

~New York State 
New Jersey 
Kentucky 









Tennessee 
North Carolina 
South Carolina 
Virginia 









Texas 






®City and Suburban. 
tExclusive of Greater New York. 






Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 







Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 
. 0. BOX 617 ‘LOUISVILLE, KY. 
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PATENT COMPANY ORGAN= 
IZED 





Hartford Interests Support New 
Enterprise 


WILLIAM C. SCHEIDE IS HEAD 
Company Will Have $400,000 Capital— 
Much More Authorized 
The Patent Insurance Company of Hartford 
was granted a certificate of incorporation by 
the State of Connecticut last week. It will 
operate under the direct supervision of the 
State Insurance Department, pursuant to a 
special charter granted by the last Connecticut 
General Assembly to Charles A. Goodwin, W. 
Arthur Countryman and George H. Day as 
commissioners. The incorporators are: Wil- 
liam C. Scheide, Judge George H. Day, W. 
Arthur Countryman, Charles F. Williams, and 

Lester B. Scheide. 

More than three-quarters of a million pa- 
tents now are in force in the United States 
alone, according to William C. Scheide of 
Hartford, who heads the new corporation, and 
this number is constantly being augmented by 
the grant of about four thousand new issues a 
month from the patent office in Washington. 
“It is a common fallacy that a patent affords 
the owner protection per se against infringe- 
ment,” declares Mr. Scheide. “A patent actu- 
ally is only a franchise granted by the govern- 
ment, under which the patentee is given the ex- 
clusive right to an, invention for a term of 
seventeen years. The government guarantees 
nothing; it assumes no further responsibility. 
Many informed persons have become convinced 
that a patent has little or no value until it has 
been adjudicated, and the great mass of patent 
litigation which yearly occupies our courts seems 
to give some weight. to this view. The new 
company’s policies provide the patent owner or 
licensee with a practical and economical means 
of enforcing his rights and defending his in- 
terests.” 


Mr. Scheiede, whose insurance experience 
covers more than forty years, states that the 
policy forms of the company result from a long 
and thorough exploration of the field, in which 
he and his associates have had the benefit of 
the best legal and technical counsel and that 
the plan meets with the approval of patent at- 
torneys pre-eminent in their profession. While 
this is a wholly new field for insurance, the 
survey has disclosed no hazards which cannot 
properly be handled under the scientific prin- 
ciples and well-established practices of under- 
writing. Functioning of the company involves 
the employment of a considerable corps of pa- 
tent attorneys, mechanical engineers, and patent 
office searchers, and men of outstanding ability 
already have been tentatively selected for this 


technical staff, though no details of personnel 
have yet been made public. 

The formalities of incorporation were car- 
ried out with capital funds of $400,000 paid 
in upon private subscriptions, this sum being the 
minimum required by the charter, but it is con- 
templated before the company commences busi- 
ness that it will have funds of $2,500,000, 
divided into capital of $1,000,000 and surplus of 
$1,500,000. The charter provides for increases 
of capital up to $2,000,000. The present or- 
ganization is likewise temporary, both as to 
officers and directors. The permanent directo- 
rate of fifteen members and the official staff, 
all well-known men, will be announced shortly. 
Chas. A. Goodwin, of Shipman & Goodwin, at 
Hartford, is counsel for the incorporators. 


OUT OF LETTON GROUP 
Great Lakes to Be Managed Separately 

Cuicaco, Int., Jan. 2—Separation of the 
Great Lakes Insurance Company from the Let- 
ton organization of fire companies and esta- 
blishment of the concern as an independent cor- 
poration was effected as of January 1. This 
move leaves the Netherlands Insurance Com- 
pany as the keystone of the Letton organization 
which is to be affiliated with the Fire Insur- 
ance Company of Chicago when organization 
of that company is completed, and of which 
Harold M. Letton is president. 

The change was announced mutually by N. 
L. Piotrowski, president of the Great. Lakes 
and Mr. Letton. The Great Lakes thus dis- 
continues operation under the joint underwrit- 
ing management of Mr. Letton. 

James W. Knox, who has been assistant man- 
ager of both the Netherlands and the Great 
Lakes, is vice-president and manager of the 
Great Lakes, while Louis M. Linnell, formerly 
superintendent of agencies for both companies, 
is assistant manager of the Great Lakes. Mr. 
Piotrowski continues as president. 


Laboratories Report 
(Concluded from page 3) 

cubic feet frée volume on the sixth floor for 
the laboratories plant for testing gas bombs. 
The test. procedure has been standardized by 
the adoption of a standard on gas systems de- 
signed for the protection of vaults and safes 
against burglary, and systems listed under this 
standard are now being installed in the field un- 
der the laboratories’ re-examination and cer- 
tificate form of follow-up service. It is like- 
wise announced that the trend in combination 
locks had been toward the keychanging type, 
which permits of the change of the combina- 
tion without removing the lock cover and dis- 
assembling the tumblers, and several relocking 
devices for use on round and square door chests 
have been added to the list. 
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COMMERCIAL REPORTS 
STANDARDIZED 


National Board Committee Comes to 
Agreement With Agencies 


——— ooo 


REPORT OF CHAIRMAN PAUL HAID 








Hope Expressed That Work Will Result in 
Better Underwriting and Reduction in 
Moral Hazard Losses 

The committee of the National Board of Fire 
Underwriters on Commercial Reports, of which 
Paul L. Haid, president of the Continental In- 
surance Company, is chairman, has reported to 
the executive committee of the Board, following 
a series of conferences with representatives of 
prominent reporting agencies. The committee 
has succeeded in securing the co-operation of 
these agencies in the use of a form more suited 
to the special needs of fire insurance than has 
hitherto been used, and in broadening the scope 
of the services to be rendered. Copies of this 
report have been sent to member companies 
with a request that they give full co-operation. 

The report of Mr. Haid follows in full: 

Your committee reports the results of their 
work with the mercantile reporting agencies, 
and is pleased to advise that a satisfactory 
basis of operation has been reached with these 
agencies. Before placing in your hands a copy 
of the form agreed upon for reporting informa- 
tion to the companies, we desire to call attention 
to some important features that have come up 
during negotiations with these organizations. 

This committee was appointed because the 
companies believed that the reports: they were 
receiving were not fully meeting the needs of 
the companies, i.e., disclosing correct informa- 
tion as to antecedents, financial condition and 
character. For this reason we took the position 
that these mercantile agencies should furnish 
the companies such information, as the com- 
panies themselves felt they required properly 
to judge the moral hazard of a risk, rather than 
for the mercantile agencies to send the com- 
panies information which they felt should be 
sufficient for that purpose; also, that these or- 
ganizations should be more “fire-insurance 
minded” so that they could recognize features 
that would be valuable to the companies, hav- 
ing an effect on the moral hazard of the risk 
in question. 

R. G. Dun and Company, The Bradstreet 
Company, the Retail Credit Company and 
Hooper-Holmes Bureau have been conferred 
with, as they handle the bulk of the reporting 
for the fire insurance companies and are the 
only ones of national scope. These concerns 
agreed with your committee’s views that. they 
should furnish information on the basis of 
meeting the requirements of the fire insurance 
companies. In other words, gather correct in- 
formation required by the companies, and give 
prompt service. It then remained for the com- 
mittee to frame a set of questions which would 
develop the information that the fire insurance 
companies deemed necessary to get a proper 
picture of the moral side of the risk. 

On the side of the mercantile agencies, it is 
proper to advance the points made by them 
which need our careful consideration. In the 
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INSURANCE. 
IN 


INDUSTRY 


EW MODELS for 1929, now 
showing at the Automobile 
Shows, mark the phenomenal progress 
of automobile manufacturing in just a 
few decades to where it ranks as one 
of our most important industries. 


Millions of new cars will soon 
speed with the millions of old ones 
along the nation’s highways. While 
most of the owners of these cars will 
carry automobile insurance, the wise 
ones will see to it that their policies 
are in companies of tested strength 
like the American Eagle Fire Insurance 
Company. 
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first place, it is a radical departure from the 
Dun and Bradstreet companies to give real 
character information. They have avoided this 
for fear of defamation of character suits. Your 
committee has assured them that the companies 
would be careful to keep this information in 
privileged channels. The Retail Credit Company 
and the Hooper-Holmes Bureau have been in 
the habit of giving this information; but this 
information has been included in the blank to 
be used by all the agencies, and it is to be un- 
derstood that the companies must give this mat- 
ter proper attention; and any deviations found 
in their organizations, such as the improper 
divulging of information or the careless han- 
dling of reports, should be severely dealt with. 

There is another feature to be considered, 
and that is the difficulty these agencies have in 
ascertaining the views and desires of various 
fire insurance companies as regards reports. It 
would be our recommendation that an executive 
in each company be designated as the one to 
tell these mercantile agencies what the desires 
of his organization are. Thus the mercantile 
agencies would know the wishes of that partic- 
ular management, and at the same time, the 
executive in charge would have a wider knowl- 
edge of conditions which need remedying, 
knowing the problems of all the departments in 
his organization, rather than to leave it to 
each individual department head. This is im- 
portant because it ties in closely with the de- 
sirability of the companies calling the attention 
of the mercantile agencies to shortcomings in 
their reports, i.e., where information is incor- 
rectly given, incompletely given, delayed, or any 
other falldown on the part of the mercantile 
agencies. These organizations will welcome 
constructive criticism, and have informed your 
committee that it will help them more speedily 
to adapt their organizations to meeting the re- 
quirements of the fire insurance companies than 
any other method. 

The question of cost is an important one. 
The mercantile agencies have been advised that 
the most efficient service rendered by these 
agencies will, no doubt, influence the volume 
given to any one agency, and that we can only 
set forth a principle, and that would be, on 
the basis of volume of business with a narrow 
margin of profit. The present price of reports, 
so far as the Retail Credit Company and 
Hooper-Holmes are concerned, will remain as 
at present. So far as the Dun and Bradstreet 
companies are concerned, they will continue as 
at present, but gather proper data; and if an 
increase in cost is in order, will be prepared to 
justify it to the entire satisfaction of the com- 
panies. At this point we think it advisable to 
suggest that the present special committee on 
commercial reports be continued, to handle not 
only the matter of the cost of these reports, but 
other related problems which the mercantile 
agencies, or the companies themselves, might 
desire to refer to such committee. 

Undoubtedly the mercantile agencies have 
now pointed themselves to meet the needs of 
the fire insurance companies and will make 
every effort to do so. They understand that 
we want adequate character, antecedent, finan- 
cial and physical information, coupled with 
common-sense fire insurance information, sev- 
eral of which items have been attached to the 
proposed form, giving us a minor physical in- 
spection on the risk. But it remains for the 
companies, if they want the service to be all 
that it should be, to see that the attention of 
the mercantile agencies is called to cases where 
they fall short. This, of course, must be in a 
constructive way. The mercantile agencies have 
whole-heartedly co-operated with your commit- 
tee in this effort to better their reports. 

We believe tliat the fire insurance companies 
feel a moral obligation to the insuring public 
to withhold policies from people who are un- 
worthy from a moral standpoint, and that the 
companies will be very glad to discharge this 





ISSUES REGISTERED MAIL POLICY 
‘Etna Fire Rounds Out Service to Agents 


In order that its agents may be equipped to 
give full and complete registered mail insurance 
service, the 7Ztna Insurance Company and the 
World Fire and Marine Insurance Company, 
of the Aitna Fire Group, have announced that 
arrangements had been made to issue on Janu- 
ary 1 a new registered mail policy with the cov- 
erage considerably broadened over the present 
form. 

The principal extensions made and the ad- 
vantages incorporated in the new policy form 
may be listed as follows: 

1. The basic policy covers express shipments 
without the necessity for a special rider to 
cover such movements (a warranty providing 
for a 10 per cent declaration of value to the 
express company). 

2. Door to door coverage is included in the 
basic form. 

3. The sealing of packages is no longer re- 
stricted to wax or lead seals; the assured need 
only comply with the requirements of the Post- 
master General. 

4. Omission of the requirement that ship- 
ments be insured for not less than their market 
value. 

5. Elimination of the package limit on ship- 
ments of securities. 

6. Alteration of -the limit of $2,500,000 on 
the aggregate of all shipments to any one ad- 
dressee, to any one address, during any one day 
so that now shipments aggregating in excess of 
such amount will be covered providing they be 
declared to the company in the specified manner. 

7. Extension of the territorial limits so that 
the policy now covers not only within and be- 
tween Continental United States, Dominion of 
Canada or Newfoundland, but also from points 
in such countries or ports and places anywhere 
in the world. 

All of the foregoing changes are self-explan- 
atory except numbers 2 and 5, which need some 
elaboration. 

Regarding Change No. 2, it may be said that 
the former basic policy covered while the in- 
sured property was in the custody of the postal 
authorities; it did not cover from the assured’s 
place of business to the post office except by 
special endorsement. In cases of competition 
the policy was thus endorsed when necessary. 
However, the present basic form reads “This in- 
surance attaches from the time of leaving the 
office of the consignor until delivered at the 
place of address.” 

Change No. 5. Formerly the value of securi- 
ties or of securities and currency combined con- 
tained in a single package could not exceed $1,- 
000,000. Under the present form there is no 
package limit on securities. A package limit of 
$100,000 does apply on currency. 





obligation and can do so provided the mercan- 
tile agencies’ and the National Board records 
give the companies the kind of moral hazard 
information that they need. If that can be 
accomplished, then the fire insurance companies 
will be in a position to render a distinct ser- 
vice to the business structure of the country 
by substantially eliminating moral hazard losses. 
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J. W. Delaney Appointed Special Agent 
for L. & L. & G. 


Announcement has been made by the Liver- 
pool and London and Globe Insurance Company, 
Limited, of the appointment, effective January 
1 of J. W. Delaney as special agent for that 
company and for the Federal Union Insurance 
Company and the Star Insurance Company of 
America, for the Southeastern territory of New 
York State, with headquarters at 11 North Pearl 
street, Albany, N. Y. W. A. Purdin has been 
appointed assistant to Mr. Delaney. Mr. 
Delaney’s appointment follows the resignation 
of C. J. Wilson as special agent. 

Mr. Delaney has been associated with the 
Liverpool and London and Globe Insurance 
Company, Limited, for a number of years as 
special agent in New York State. He also has 
had home office experience and is considered 
highly qualified for the discharge of his in- 
creased responsibilities. 

Mr. Purdin; his assistant, has had wide exper- 
ience in New York and New Jersey and is fa- 
miliar with all the requirements and duties of 
the agent. 

Effective with Mr. Delaney’s assumption of 
his new duties, E. J. Coleman will, on January 
1, become special agent for the Star Insurance 
Company of America and for the Federal Union 
Insurance Company, continuing his headquarters 
at 232 Gurney Building, Syracuse, N. Y. Mr. 
Coleman has been associated with these com- 
panies for some time as supervisor of agencies, 

The appointment of Alan Clayson as special 
agent for the Star Insurance Company of 
America and for the Federal Insurance Com- 
pany is made effective on January 1. Clayson 
has served both of these companies for some 
time as supervisor of agencies. His headquar- 
ters will continue at 65 Broad street, Rochester, 
NY. 


Insurance Companies Interested in Black 
Tom Suit 

A number of insurance companies which have 
filed claims with the German-American mixed 
claims commission on account of losses paid in 
connection with the Black Tom Island explo- 
sion in 1916 are interested in the statement that 
the commission may shortly pass upon the 
claims. A most important feature is the 
endeavor of the Lehigh Railroad Company to 
prove that spies, acting for the Imperial Ger- 
man Government, were responsible for the ex- 
plosion which resulted in the loss of four lives 
and millions of dollars’ worth of property. 
Should it be shown that the explosion occurred 
without any such cause the claims before the 
mixed claims commissions would be valueless. 


R. G. Paine Goes to Boston 

Robert G. Paine is to become vice-president 
of the Nash New England Company of Boston, 
distributors of the Nash car in the greater por- 
tion of New England. Mr. Paine was some 
years ago associated with Meinel & Wemple, 
Inc., and later with the Meserole group of com- 
panies. More recently he has been vice-presi- 
dent of the Commercial Investment Trust, Ine, 
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GENERAL OFFICE 
NORFOLK,VIRGINIA 


HENRY G. BARBEE 
Presieent 
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Chairman of the Board 
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FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
- New Jersey 


Baltica Insurance Co., Ltd. 


Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 








INTERSTATE LIFE & ACCIDENT CO. 


ne 


=~ JOS. W. JOHNSON, M. D., President 
LIFE, HEALTH, and ACCIDENT INSURANCE 





FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 





Home Office 
Chattanooga, Tennessee 









NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


175 W. Jackson Blvd., Chicago 








London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 





























FIRE AND LIFE 


Sf. ASSURANCE CORPORATION, Lid 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 47 2 WALNUT STS. 
PHILADELPHIA 






eneral Accident 








OMAHA LIFE INSURANCE CO. 


Distinctive 


Policies and Service 






E. M. SEARLE, Jr., PRES. 


Dodge at 15th Street Omaha, Nebraska 
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REPUTE [ 


Valuable to the agent is the respect 
which the name of his company 
carries—the reassuring thought of 
sound management and fair deal- 
ing which comes to mind when 
the name is mentioned. 
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Company reputation is an asset 
that assists the P. F. & M. agent— 
ye peor in the important work 
of gaining new clients. 


‘PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 
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RULES MADE EFFECTIVE 


Chicago Board Plan Not Affected by 
Protests 


Cuicaco, ILt., January 2.—The new fire in- 
surance commission rules of the Chicago Board 
of Underwriters, which went into effect yes- 
terday, are meeting with opposition from three 
sides now. The class 3 brokers held a meeting 
last week and added their protest to the plaint 
of the class two agents in the Cook County 
Real Estate Board, while the Chicago Real Es- 
tate Board, representing class 4 brokers prin- 
cipally, asked the Chicago Board to postpone 
enforcement of the rules for 30 days so that its 
insurance committee could make an investiga- 
tion as to their effect. 

However the rules went into effect and they 
probably will be enforced. The general agents 
are ready and willing to eliminate unbridled 
competition and to put the compensation of fire 
insurance producers upon a stabilized and regu- 
lar basis. The threat of the class two agents 
to place’ their business with “ten non-board com- 
panies” is not expected to have much weight. 
There may be some non-board companies but 
the class one members of the board are con- 
fident that the average broker and class two 
agent will prefer to place his business with a 
company of known standing and ethics at a re- 
duced commission than take higher commission 
from a company he is not sure of. 


Glens Falls Appointment 


A. L. Lowe has been appointed special agent 
for the Glens Falls Insurance Company to suc- 
ceed F, A. Coward in West Virginia, with head- 
quarters at 915 Coal Exchange Building, Hunt- 
ington, W. Va. Mr. Coward has been trans- 
ferred to the Northern New Jersey territory 
and will make his headquarters at 84 William 
street, New York city. 

Mr. Lowe’s appointment became effective the 
first of the year. He has had experience in 
the home office of the company and also as 
special agent for Eastern New York. | 
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Great Northern | 
Hotel 
400 Newly 
Furnished 
Rooms 
$2.50 a day 
and up 


Sample Ruoms 
$ 1.00, $5.00, 
$6 09, $7.00 

and $8.00 


we 
N-w Garage 


j One-Half 
‘om j Block 





a => 33 * s 


"TRAVELERS select the Great Northern for its 
wonderful location in Chicago’s “loop”. They 
return because the large comfortable rooms, home- 
like environment, attentive service, exellent food and 
moderate charges make it an ideal hotel. 
WALTER CRAIGHEAD, Manager 
Dearborn Street from Jackson to Quincy 








Higher Rates Impend on British 
Marine Insurance 


Owing to the many ocean disasters of 1928, 
British insurance interests expect that in the 
near future there will be a general advance in 
premiums on English hull and cargo risks, ac- 
cording to Vincent L. Gallagher, secretary of 
the Continental Insurance Company in charge 
of the marine department, who has just returned 
from a business trip to London. 

“The éxperience of the British underwriters 
over the past year or so,” said Mr. Gallagher, 
“has been so unfortunate that their 1928 finan- 
cial statements will be liberally marked with 
red ink. 

At the beginning of the year, world-wide 
competition had depressed premium rates to an 
unprofitable level and then occurred a sequence 
of marine catastrophes that called for millions 
of dollars of indemnity, the outcome of which 
will probably be higher rates. _ ; 

Besides the usual run of losses involving mod- 
erate amounts, several high-value risks met 
with disaster. Such vessels, because of their 
size and seaworthiness are insured for low rates 
and consequently when they suffer damage, or 
total destruction, the resulting claims are 





























particularly serious. Both the Celtic and the 
Vestris involved abnormally neavy losses to 
hulls and cargoes; the latter had on board much 
valuable freight including a large consignment 
of automobiles for South American ports that 
now lies at the bottom of the sea. Then the 
hurricanes which struck Porto Rico and Cuba 
a few months ago caused material damage to 
ships at sea and at anchor and to freight on 
docks. 

Practically all British ships and British 
cargoes are insured by English underwriters, 
who also give the American companies stiff 
competition in their own territory. Not a little 
of Great Britian’s superiority in ocean trade 
can be attributed to the helpful attitude adopted 
many years ago by the British government in 
fostering the welfare of its marine under- 
writers. The marine underwriter in England 
can always look to his government for hearty 
and effective co-operation with the result that 
the English marine insurance market to-day is 
world-famous. 

Without the protection of marine insurance 
no prudent man would trust his wealth to the 
fortunes of the sea and there would be no for- 
eign commerce worthy of the name. The cov- 
erage is invaluable. 








FORM NEW AGENCY 


George Graves and John J. Ryan Partners 
in Albany Firm 


Arpany, N. Y., December 26.—George B. 
Graves, secretary to Governor Alfred E. Smith 
and John J. Ryan, formerly vice-president of 
Rose & Kiernan, Inc., have incorporated under 
the firm name of Ryan & Graves, Inc., to engage 
in the business of surety bonds and general in- 
surance. 

Ryan & Graves will begin business on Janu- 
ary 1, 1929. The main office will be located 
in the Colonial Building, corner of State and 
Hawk streets, opposite the capitol, Albany, 
Niecy. 

Mr. Graves has been connected with the State 
service for a period of thirty-six years and has 
served in sundry positions under fourteen gov- 
ernors. When the reorganization of the de- 
partments of State government went into effect, 
he held in addition to the title of secretary to 
the Governor, that of assistant to the Governor, 
and which in accordance with law made him the 
head of the executive department. 

Mr. Graves is president of the Graves Hold- 
ing Company, announcement of which was re- 
cently made and he will continue in such 
capacity. 

Mr. Ryan has been associated with Rose & 
Kiernan, Inc., of Albany, N. Y., over twenty 
years, during which time he took a large part 
in building up that agency. He is recognized 
throughout the country among insurance men as 
one of the largest producers in the surety bond 
business and he has made a phenomenal record 
in the underwriting of millions of dollars of 
contract bonds covering all types of contracts, 
without any loss to surety companies. For a 
number of years Mr. Ryan has taken a promi- 
nent part in the surety company conventions 
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and conferences held in various cities of the 
United States, and has gained the confidence 
and friendship of a great number of company 
officials, agents and brokers throughout the 
country. He has specialized in New York State 
contract bonds and is recognized as one of the 
best posted men in’ this line of business. 
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of America 
HORACE R. WEMPLE, Pres. 
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JANUARY, 1928 
Capital and Surplus, $1,324,348.38 
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NOW ISSUED IN ONE VOLUME 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 


Secretary and General Counsel of the Insurance Institute of Southern California 


Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 
ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover, or in flexible imitation black leather 


This affords a great opportunity for those interested 
in fire insurance to obtain 


A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—-State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 
7—Valued Policies 
8—Professionalizing the Fire Insurance Busi- 
ness 
9—Construction and Operation of the Policy- 
Contract 
10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 
14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 
17—Misrepresentations 
18—-Warranties 
19—Matters Voiding Policy 
20—Matters Suspending Insurance 
21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and Com- 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover Con- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope of the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 
special and local agents; insurance brokers, lawyers and the public. 

In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In Buckram binding 


Price, $12.50 
THE SPECTATOR COMPANY 


CHICAGO 
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WILLIAM H. KOOP HEADS COUNTY 
FIRE 
President of Great American Gets Addi- 
tional Post at Directors’ Meeting 

William H. Koop, president of the Great 
American Insurance Company, New York, was 
elected president of the County Fire Insurance 
Company, Philadelphia, at a meeting of the 
directors of that company held last Friday. In- 
terests associated with the Great American re- 
cently purchased the County Fire, as announced 
in THE SpecraTor, and the former company has 
taken over its operation. The following addi- 
tional officers were also elected: A. R. Phil- 
lips, secretary; C. R. Street, secretary; George 
E. Krech, secretary and treasurer; Herbert J. 
Hill, secretary, and D. R. Ackerman, assistant 
secretary and assistant treasurer. 

F. W. Sargeant, president of the New Hamp- 
shire Fire Insurance Company and former 
president of the County Fire, in a letter to 
agents of the County Fire notifying them of 
the change of control of the company, said that 
it was the desire that the change be consum- 
mated with the least possible annoyance to the 
agents who had so loyally assisted in building 
up the company to its present proportions. He 
added: 

In closing our relations with our agents, the 
writer and his associate officers want to ex- 
press to you feelings of deep gratitude for your 
conscientious attention to our interests and we 
bespeak for the new management a continuance 
of the same. 

Agents in the East and West were requested 
on and after January 1 to send all mail in con- 
nection with the company’s business to County 
Fire Insurance Company, 1 Liberty street, New 
York, while agents in the Union territory were 
requested to address the County Fire at 310 
South Michigan avenue, Chicago, where the 
Western department of the Great American is 
located. To the agents of the County Fire, 
President Koop wrote: 

As promptly as possible, we will get in touch 
with you through our special agents and 
arrange for a continuance of the cordial rela- 
tions which have existed between you and the 
County Fire. The extensive operating plant 
and the large writing capacity of our organ- 
ization will increase the value of the County 
Fire to your agency. We hope you will lend us 
your full co-operation in the transfer of man- 
agement and that you will promptly acquaint 
us with any features which, in your judgment, 
will render the company more valuable to you. 





Automobile Pays Dividend 

The directors of the Automobile Insurance, 
Hartford, last Friday voted to pay stockhold- 
ers a dividend of $2 a share, or 2 per cent on 
the stock of the company, payable January 2 
to stockholders of record December 29. This 
will be the first payment since January 1, 1926, 
and it will be made on 50,000 outstanding shares. 
President Morgan B. Brainard, who is also 
president of the AStna Life Insurance Company, 
said that this action in no way places the stock 
of the Automobile Company on a definite an- 
nual dividend basis and is not to be considered 
as a quarterly dividend. The directors at the 
next quarterly dividend meeting will consider 
the advisability of again declaring a dividend. 


The stock of the A2tna Life and its affiliated 
companies, including the Automobile company, 
responded immediately in the market and the 
Automobile company stock crossed 500 for the 
first time in more than three years. New York 
brokerage houses on Saturday quoted it at 490 
bid, 510 asked. 

The A£tna Life Insurance Company will re- 
ceive approximately $80,000 of the $100,000 that 
will be distributed because of this dividend as it 
owns 39,762 of the 50,000 shares of the Auto- 
tomobile company. On its last annual state- 
ment, as of December 31, 1927, this stock was 
carried at $165 a share. 


APPOINTS ROBERT L. MONK 
North British Announces Successor to F. 
A. Gautert 
C. F. Shallcross, United States manager of 
the North British and Mercantile Insurance 
Company, Ltd., has announced the appointment 
of Robert L. Monk as general agent in charge 
of the company’s Western department. Mr. 
Monk succeeds Frank A. Gautert, with whom 
he was formerly associated. Mr. Gautert re- 
cently resigned to join the new fire insurance 
company being organized by the United States 
Fidelity and Guaranty Company of Baltimore. 
Associated with M. Monk will be Leo S. 
Bryant and Hardin V. Tisdale, assistant general 
agents. Frank G. Cargill, who has been as- 
sistant general agent in the automobile de- 
partment, has been transferred to the Western 

department. 


CENTRAL FIRE OPENS NEW HOME 
Baltimore Company Is One of City’s Old- 
est Institutions 

BALTIMOoRRE, Mp., December 29.—The Central 
Fire Insurance Company formally opened its 
new home at Holliday and Fayette streets last 
week. Dedication of this building marks an- 
other epoch in the business history, not only of 
one of Baltimore’s oldest business institutions, 
but of the city itself. 

Organized February 22, 1865, during the clos- 
ing months of the War of Rebellion, the com- 
pany was known as the German Fire Insurance 
Company. 

At the time of its incorporation 7500 shares 
of stock were issued and a total of $10,743.68 
was collected on stock subscriptions. From this 
small beginning the Central Fire Insurance 
Company has grown to be one of the largest in 
the East. Its stock and bond account is now 
in excess of $3,000,000 and its mortgage loans 
on real estate slightly under the half million 
mark. Its reserve for unearned premiums is 
$1,232,865.36. Its capital, $1,000,000, and its 
surplus, $1,448,588.24. 

The present officers and directors are: Presi- 
dent, John Philip Lauber; vice-president, 
Charles H. Roloson, Jr.; secretaries, Bernard 
A. Grob, Thomas Hughes and Herbert M. Ben- 
jamin; assistant secretaries, Clarence H. Old- 
son, Richard Teano and James H. Cupit; 
directors, John P. Lauber, Lewis H. Uhrig, 


George Lang, Frank J. Roll, Frank Novak, - 
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OBJECTS TO NAME 
United States Fire Files Suit in Maryland 
Against New Company 

Suit is being brought in the Federal District 
Court of Maryland by the United States Fire 
Insurance Company, New York, asking for a 
perpetual injunction to restrain the United 
States Fidelity Fire Corporation from using the 
name it has chosen, and alleging that the use of 
such name would cause the plaintiff irreparable 
injury. It is set forth in the complaint that 
the United States Fire Insurance Company has 
been in business since 1824 and that during its 
long history it has been widely and favorably 
known as a reputable and responsible fire in- 
surance company and has acquired a valuable 
and extensive good will in the business of writ- 
ing fire insurnce under its corporate name and 
that the defendant’s corporate name is so similar 
to that of the plaintiff that it will mislead the 
public as to the identity of the new corporation 
and will inevitably impair and injure the good 
will of the plaintiff. It contends that now, be- 
fore the defendant has begun to do business, it 
can easily change its name. 

It is also alleged that the individuals who in- 
corporated the defendant corporation sought to 
secure a charter under the law of the State of 
New York for the United States Fidelity Fire 
Insurance Company and United States Fidelity 
and Guaranty Fire Insurance Company and that 
the attorney-general of New York disapproved 
both of these proposed names in view of the 
provision of the New York law that no certifi- 
cate of authority should be granted to a com- 
pany having the same name as one already 
authorized to transact business in the State or 
so nearly resembling it as to be calculated to 
deceive. The incorporators then withdrew their 
request for a New York charter and the defend- 
ant corporation was organized in Maryland and 
secured the approval of the name by the In- 
surance Commissioner of Maryland before the 
plaintiff interposed, but, it is alleged, the plain- 
tiff upon learning of this, interposed objection, 
a hearing was held and the Insurance Commis- 
sioner ruled in favor of the defendant. 


The provision of the Maryland code is cited 
as follows: “No insurance company of this 
State shall assume the name of any foreign or 
domestic corporation, or one so closely resemb- 
ling it as to mislead the public as to its iden- 
tity.” The plaintiff claims that this section 
would be violated both in spirit and letter by 
permitting the defendant to do business under 
the name it has taken and the plaintiff prays, - 
“that the said defendant may be enjoined and 
restrained both preliminarily and perpetually 
from engaging in business under, or in any way 
using its corporate name of United States Fidel- 
ity Fire Corporation or any name similar there- 
to as to tend to confusion and to mislead the 
public as to the identity of the plaintiff and 
defendant respectively.” 








George F. Lang, W. A. Eisenbrandt, Charles 
H. Roloson, Jr., Conrad C. Rabbe, Charles H. 
Baetjer, Gilbert A. Wehr and Charles L. Hil- 
gartner. 
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American Re-Insurance Co. 


of Pennsylvania 


67 Wall Street New York, N. Y. 
Assets - - - - $5,764,474.52 
Capital and Surplus’ - - 2,093,903.92 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 3,157,505.00 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 
























What’s Ahead? 


If the answer does not satisfy, learn the 
advantages of a contract with Fidelity. 
More than 36,000 direct leads a year 
from Head Office lead service. 


Fidelity is a low net-cost Company, 
operating in forty states. Full level 
net premium reserve basis. Over $366,- 
000,000 insurance in force — growing 
rapidly. 

Write for our booklet “What's Ahead?” 


The Fidelity Mutual Life Insurance Co. 
PHILADELPHIA 


Walter LeMar Talbot, President 




























Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ° 





Agents entering the business find Provident 
“tools” exceedingly effective—New Disability 
Feature—Accidental Death Benefit—New Re- 
tirement Life Income Features—Special Class 
Policies ——- Low Premiums— Low Net Cost — 
Prompt and’ Friendly Home Office Service— 
National Adevrtising — Direct Mail — Educa- 
tional Course—Health Preservation Service— 
Sixty-three Years’ Accumulation of Policy- 
holders’ Good Will. 


Write for Information 
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ALEXANDER LIFE INSURANCE COURSE 


A Series of Five Books Covering the Fundamentals’ 
Principles and Practice of 


THE LIFE INSURANCE BUSINESS 
By WILLIAM ALEXANDER 
One of the world’s ablest insurance writers 


What Life Insurance Is and What It 


id sain a a dak 2 guia Rm wate Price, $1.50 
How to Sell Insurance.............. “6 $2.00 
Income Insurance for Family Protec- 

____ Aeaetnyg ghana rey Ree s  $1.50 
Art of Insurance Salesmanship..... . ‘“ §©6$2:00 


One Hundred Ways of Canvassing... ‘‘ $3.50 


Complete Course, § Books, $10.00 





Other Books by Mr. Alexander 


The Successful Agent (Just Published)...... Price, $2.50 


Life Insurance Simply Explained (New)..... Price, $1.00 
A few hours’ course in the elements of the business 


Life Insurance Fables for the Man in the 
Rs are ahucinns 4 ceamlaccuaitar a cana eve beter Price, 50 Cents 


Insurance Fables For Life Underwriters. .....Price, $1.00 





The Nine Books Listed Above 


At their individual prices would cost $15.50 
Special Price, all 9 Books, $13.00 
THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 

































When you represent the 
“CENTRAL WEST” 


you have a real Casualty 
Company in your office. 











CENTRAL WEST CASUALTY COMPANY 
DETROIT, MICHIGAN 
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Casualty, Surety and Miscellaneous 








J. L. MEE JOINS EQUITABLE 
CASUALTY AND SURETY 





Becomes Executive Vice-President of 
Progressive Company 





ALSO ON EXECUTIVE AND FINANCE 
COMMITTEES 





Organization Has Grown from Assets of 
$389,599 in 1924 to $4,000,000 Assets 
in 1928 


John L. Mee, who recently resigned as vice- 
president and superintendent of agents of the 
National Surety Company, was elected execu- 
tive vice-president of the Equitable Casualty 
and Surety Company, New York, at a special 
meeting of the board of directors of that or- 
ganization held late last week. In addition, 
Mr. Mee was made a director of the company 
and a member of its executive and finance com- 





Joun L. MEE 


mittees. Eugene T. Warner continues as presi- 
dent to fill the unexpired term of Harold R. 
Cronin, and Harold Spielberg remains as chair- 
man of the board. 

With the acquisition of Mr. Mee, the Equitable 
Casualty and Surety launches its plan for na- 
tionwide operation. Already entered in several 
States, the company is making application for 
license in practically all the States and expects 
to be actively engaged in business all over the 
country by the middle of 1929. 

The post of executive vice-president was espe- 
pecially created by the Equitable Casualty and 
Surety so that the fullest scope could be given 
to Mr. Mee’s known ability and wide acquain- 





tance among agents and general agents through- 
out the United States. Mr. Mee is thoroughly 
familiar with both casualty and surety lines 
and during his insurance career, which began 
in a local agency at Sayre, Penna., in 1908, has 
been connected with the Hartford Steam Boiler, 
Royal Indemnity and National Surety compa- 
nies. He has been agent, special agent, execu- 
tive special and agency superintendent as well 
as vice-president of the National Surety. 

Under its present financial structure the 
Equitable Casualty and Surety has assets of 
nearly $4,000,000 as a foundation. It began 
business in 1924 with a capital of $250,000 and 
a surplus of $128,359 and now has a capital of 
$1,000,000 with a surplus of about the same 
amount. The 1924 premiums amounted to $7593, 
whereas the 1928 premiums will be over $2,- 
500.000. The company’s combined and 
expense ratio for 1927 was only 67.6. 

Some of the most substantial business and 
financial interests of the East are represented 
on the board of directors of the Equitable Cas- 
ualty and Surety. Among them are included 
Allen I. Cole, chairman of the Pennsylvania 
Exchange Bank; G. Foster Smith, president of 
the Nassau National Bank; William Hauck of 
Palmer & Co., members of the New York Ex- 
change; Charles Doherty, vice-president of 
United Hotels Company of America; I. M. 
Fine of M. Fine & Sons, manufacturers; and 
Joseph Martinson, coffee merchant. 


loss 


NEW YORK FUND HAD GOOD YEAR 
Wrote Compensation Premiums of Over 
$8,200,000 

Industrial Commissioner James A. Hamilton 
of New York this week made public the results 
of the operations of the State workmen’s com- 
pensation fund in his territory and said that 
during 1928 the New York State Fund paid over 
$1,000,000 in dividends to policyholders, saved 
employers more than $2,000,000 by discounts 
and dividends, brought its total savings to em- 
ployers in the last fifteen years to over $16,750,- 
000 and served 23,000 policyholders having over 
300,000 employees. 


The Fund, of which C. G. Smith is manager, 


wrote premiums in 1928 of more than $8,200,- 
000 at a cut of 15 per cent in rates. Its assets 
are over $16,000,000 and it paid dividends of 15 
per cent. Commissioner Hamilton declared 
that the State Fund had greatly increased its 
facilities for aiding injured workers and re- 
turning them to gainful occupation in the short- 
est possible time. ; 


Hudson Casualty Enters Connecticut 

The Hudson Casualty Insurance Company of 
Jersey City, N. J., has received its license to 
do business in Connecticut. 
all casualty lines including bonds and has devel- 
oped a fine organization to take care of its rap- 
idly expanding territory. 


The company writes 


al 





NEW INTERESTS BIDDING 
FOR INDEPENDENCE 


Deal Conditioned on Securing 90,000 
of 100,000 Additional Shares 








CORROON & REYNOLDS BACK MOVE 





Stockholders Asked to Waive Subscription 
Rights on New Stock 

PHILADELPHIA, PENNA., December 31.—In a 
letter just going out to stockholders President 
Charles H. Holland of the Independence com- 
panies of Philadelphia, announces that the di- 
rectors have decided to issue 100,000 shares of 
new stock of the Independence Indemnity at 
$25 a share with the par value at $10. This 
new issue was authorized by the stockholders 
several months ago. 

The letter frankly states that one reason for 
this additional financing is the desirability of 
setting up a voluntary contingent reserve to 
provide for certain possible liabilities that may 
accrue in 1931, when Miami real estate mort- 
gages, which have been guaranteed by the com- 
pany, reach their maturity date. 

This refinancing will give the Independence 
Indemnity a capital of $2,500,000, a voluntary 
contingent reserve of $700,000, and a surplus 
in the ne.ghborhood of $1,750.000—a surplus to 
policyholders in excess of $4,000,000. 

Confirmation has been obtained of the execu- 
tion of a contract between the Independence In- 
demnity Company, its Voting Trustees and 
Knickerbocker Equitable Securities Corporation, 
which is the holding company of the Corroon & 
Reynolds insurance interests, whereby it is ex- 
pected that Corroon & Reynolds, Inc., will join 
in the management and development of Inde- 
pendence Indemnity Company. The Indepen- 
dence has offered 100,000 new shares to its 
stockholders, at $25 per share, which price is in 
excess of recent market quotations for the 
stock. President Holland and the directors of 
the Independence Indemnity Company have 
joined in a recommendation to stockholders that 
their rights to subscribe to these additional 
shares be waived to the end that Corroon & 
Reynolds and associated interests may acquire 
90,000 shares—the number of shares necessary 
to consummate the arrangement. 

The proposed refinancing will place the com- 
pany in a much stronger position than at pres- 
ent and will provide additional capital, thus en- 
abling it to take the advantage of the large 
volume of new business which will be available 
through the new conections and, in addition, 
will permit it to create a large voluntary re- 
serve for contingencies. 

If the proposed arrangement is consummated, 
the directors, with the concurrence of the new 
interests, are of the opinion that the company 
should not pay any further dividends until con- 
sistent earning power has been demonstrated. 
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Travelers’ Instalment Payment Plan 
(Concluded from page 3) 
thus indicated, the insurance will be subject to 
cancelation. 

In detail, the plan provides for the payment 
of premiums as follows: Premiums $20 or 
less will be payable in two equal consecutive 
monthly instalments; $20.01 to $30, three equal 
monthly payments; $30.01 to $40, four equal 
monthly payments; $40.01 to $50, five equal 
monthly payments, and $50.01 up, six equal con- 
secutive monthly payments. The additional 
charge for instalment payment will be 25 cents 
per instalment. As an example, a premium 
amounting to $35 would be payable in four 
equal consecutive monthly instalments of $8.75 
each, to which would be added the instalment 
charge of 25 cents, making a total monthly 
charge of $9. 

The plan enables car owners to exercise a 
preference between obtaining casualty insurance 
in accordance with the instalment method and 
the payment of an annual premium hitherto re- 
quired. Inasmuch as millions of owners have 
not availed themselves of the opportunity to 
gain for themselves and provide to the rest of 
the public the protection offered, notably 
through liability and property damage insurance, 
it is felt by the Travelers that the annual pay- 
ment method has operated to prevent a more 
widespread application of casualty insurance to_ 
present-day needs. The Travelers expects to 


continue to sell a large volume of automobile 
casualty insurance on the annual premium basis. 
Numerous considerations in the Travelers 


opinion recommend the plan to the public, to 
car owners, and to agents and brokers. Fore- 
most among these is the fact that not more 
than a third of the 25,000,000 car owners in 
the United States have availed themselves of 
the opportunity to obtain the protection which 
casualty insurance affords. Because of the 
lump sum payment method hitherto practiced, 
it is felt that a large number of the remaining 
16 or 17 million car owners have been deterred 
from obtaining the benefits of automobile cas- 
ualty insurance. 

Since in the case of the owners of small cars, 
a premium under the instalment plan in the 
majority of instances will not require a monthly 
payment exceeding $10, it is felt that such auto- 
mobile owners no longer will experience the 
need to postpone the purchase of insurance, or 
to put off the purchase indefinitely. 

To those owners who have purchased cars 
on instalments and have been kept from ob- 
taining casualty insurance immediately after 
making their initial payment, the Travelers be- 
lieves its plan will present a distinct advantage, 
since it offers a way for them to protect them- 
selves and the rest of the public against the 
hazards of modern traffic conditions. The plan 
is also available to the owners of trucks, auto- 
mobile fleets and garages, and to automobile 
dealers. 

The plan, in effect, may be construed as an 
effort to bring about by voluntary action of 
automobile owners approximately the same re- 
sult that lawmakers have sought through com- 
pulsory automobile insurance laws. 





SEVEN ¥ POINT FULL COVERAGE AUTOMOBILE POLICY 











Envy 
The Man 
Who Had 
Foresight 


? 


How many times have you heard people envy the man who had 
the foresight to take hold of a good opportunity? 

Vision and foresight is more responsible for success than any- 
thing else. There is a great opportunity for well established agents 
in some communities to materially increase their premium income. 
A letter addressed to this Company will bring you complete details. 
Exercise the foresight now that will mean more profits to you. Pro- 
gressive agents everywhere are coming to the Republic—better make 


sure about your territory now. 


REPUBLIC je 


CASUALTY & SURETY COMPANY 
35 East Wacker Drive, Chicago 
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MISSOURI DEPARTMENT SUSPENDS 
COMPANY’S OPERATIONS 
American Mutual Casualty to Get Solvency 
Hearing 


St. Louis, Mo., December 29.—The opera- 
tions of the American Mutual Casualty Com- 
pany with home offices at 10 South Central 
avenue, Clayton, Mo., have been suspended by 
the Missouri Insurance Department because it 
is alleged the liabilities exceed the company’s 
admitted assets. The company was formed in 
1921 as a mutual automobile liability and acci- 
dent insurance organization. The suspension 
notice was dated December 10, but did not come 
to the attention of the public until a few days 
ago. A solvency hearing will be held soon. 

F, J. Falzone, general supervisor and nom- 
inal head of the company in explaining its finan- 
cial predicament admitted to reporters that the 
liabilities total $32,000, while the assets are but 
$18,000. The company was originally incor- 
porated for $50,000. 


STANLEY MAYNARD’S CAREER 
New Agency Superintendent of Standard 
Surety Is Experienced Official 


Commenting on the appointment of Stanley 
Maynard as superintendent of agents for the 
Standard Surety and Casualty Company of New 
York, which becomes effective on February 1 
after Mr. Maynard returns from a proposed 
vacation in Europe, President F. G. Morris said 
that both the company and the appointee were 
to be congratulated. Of Mr. Maynard, whose 
new post was announced in THE SPecraror last 
week, President Morris said: 

Before entering the insurance field Mr. May- 
nard was in business for himself and upon 
selling his interests in the concern of which he 
was president, in the month of March, 1923, 
became associated with the National Surety 
Company, occupying an executive position deal- 
ing with the developing of production among 
the specialty sales forces and branch offices. 
In January, 1927, he transferred his activities 
to the New York Indemnity Comany to devel- 
op specialty lines and later took over the pro- 
duction in all surety and casualty lines. In the 
early part of 1928 he was put in charge of the 
agency force of that company in the East but 
almost immediately was made Western manager 
of 17 States, making his headquarters in Chi- 
cago. After the closing of the Western de- 
partment he returned East as an agency official 
to develop production at the head office until 
he resigned during November last. 


H. B. Woodcock to Handle National 
Surety’s Agency Department 

Pending definite announcement of further 
plans, President E. A. St. John of the National 
Surety Company, New York, has notified the 
company’s representatives that H. B. Woodcock 
will be in charge of the agency department as 
assistant agency director to fill the vacancy 
caused by the resignation of John L. Mee. Mr. 
Mee resigned to become executive vice-presi- 
dent of the Equitable Casualty and Surety Com- 
pany. 

Mr. Woodcock has been in the National 
Surety’s agency department for several years 
and, as President St. John says, has been “an 
important factor.” 








-— SS er oa |e 


‘ we ye 


ow 


til 


er 


he 
ck 
as 


[r. 
si- 
m- 





January 3, 1929 


THE SPECTATOR 





Casualty, Surety, Ete. 








SUGGEST SUBSTITUTES 
FOR BAY STATE LAW 


Massachusetts Flooded by Proposi- 
tions for Compelling Auto Insur- 
ance 








ONE BILL ADVANCES COMMON- 
WEALTH COMPETITION 





Martin Hays Would Have a Mutual Com- 
pany Formed by the State 

Boston, Mass., Jan. 3.—Several propositions 
are in the wind as substitutes for the compul- 
sory automobile insurance law in Massachusetts 
—a bill based on the Connecticut law, another 
that is a compromise between New Hampshire 
and Connecticut statutes and a third which the 
author, Martin Hays, a member of the Legisla- 
ture, calls a “compromise between private and 
State ownership” for all forms of automobile 
coverage which owners require. The Legisla- 
ture convened on January 2, and it is expected 
that early hearings will be given on these vari- 
ous measures, as they will be among the most 
important that the 1929 Legislature will have to 
consider. Then there is the Governor’s mes- 
sage from which something may be expected 
along the line of automobile insurance. 

The Hays bill provides for the creation of a 
mutual company to be known as the Massachu- 
setts State Automobile Insurance Company, the 
entire measure conforming in many respects to 
the original workmen’s compensation act. The 
regular insurance companies will not be pre- 
vented from writing the business. The insur- 
ance coverage is to be sold at cost under the 
mutual plan of operation without paying divi- 
dends. No policies would be issued, the cer- 
tificate of registration issued by the registrar 
of motor vehicles being evidence of insurance 
having been paid for. Uniform rates will be 
fixed by a Board, consisting of the insurance 
commissioner, the registrar and the assistant 
attorney-general, the horsepower of the motor 
vehicle being the basis of computation. The 
company is to be exempt from taxation. The 
administration of the law would be fixed. 


CONCORD CASUALTY AND SURETY 
FORMING 
Company, Being Organized by Harold R. 
Cronin, to Announce Plans Soon 

When Harold R. Cronin resigned as presi- 
dent of the Equitable Casualty and Surety Com- 
pany, New York, with the announced intention 
of forming his own casualty and surety com- 
pany, the fact was noted in THE SpecraTor at 
the time together with a statement that it was 
planned to call the new company the Colonial 
Casualty and Surety Company. This name has 
been disallowed however, and has been changed 
to Concord Casualty and Surety Company. Cer- 
tificate of incorporation has been received under 
that name and it has been approved by the New 
York State Insurance Department. 

Announcement of incorporation, together with 
names of incorporators, will be made public in 
the very near future and the organization plans 
of the Concord Casualty and Surety will be 


heralded at that time. The company will be 
organized on a large scale and will have promi- 
nent financial interests identified with it. Of- 
ficers of the company have not been finally se- 
lected but Mr. Cronin will probably be its 
active head. 





Massachusetts Cases Involving Compulsory 
Auto Liability Law Again Postponed 
Boston, Mass., December 31.—The five suits 

pending before the Massachusetts Supreme 

Court in the matter of compulsory automobile 

liability insurance rates promulgated by 

Arthur E. Linnell, as acting commissioner of 

insurnce, were again postponed by the court, 

for the fourth or fifth time, to a later date, for 
hearing. 





WHEN THE BEST COSTS NO 
MORE WHY NOT 
HAVE IT? 


Head of Large Chicago Agency 
Puts a Pointed Question to the 
Agents of the Country 
By 
CHAS. BURRAS 
President, Joyce & Co., Chicago 


If I could buy and oper- 
ate the finest, highest priced 
automobile for the same 
initial cost and operating 
expense as the cheapest or 
any of the intermedi 
grade automobiles, whic 
ear would I own and 
operate? 

National Surety Com- 
pany is the largest and 
strongest surety company 
in the world. People like 
to do business with the 
“largest and strongest” in 
any line of business. 

National Surety Com- 
pany has been in successful business for more than thirty 
years. This is evidenee of stabilityjand permanency. 


The National Surety Company has originated more new 
forms of bond coverage than any other Surety Company in 
the business. This evidences an initiative and resource 
which opens up new avenues of income to the Agent. 


National Surety Company is willing to consider and often 
writes unusual forms of surety bond coverage which would 
not be considered by other Companies in the business. 
This attitude of underwritingYopen-mindedness often af- 
fords to the Agent a profitable commission upon)business 
which other Companies would not consider. 

National Surety Company has established a world-wide 
service. I recently was called upon to turnish a release of 
attachment bond releasing a ship load of perishable mer- 
chandise in Piraeus, Greece. The bond was furnished in 
Piraeus the day following the request at my office. 


National/Surety Company maintains an attitude of exact 
fairness in the adjustment of losses, not resorting to techni- 
talities or the delay of legal procedure. This enables the 
Agent to maintain the good will established to such an 
extent that business once placed on the books remains there. 

National Surety Company executives from Mr. Wm. B. 
Joyce, Chairman, Mr. E. A. St. John, President, down 
thru the heads of most of the Departments are ex-agents 
with a broad ne of and sympathy with the 
agents’ problems. This is of tremendous advantage to the 
agent in getting his business written and serviced. 

National Surety Company has always operated on a 
General Agency system. This guarantees intelligent hand- 
ling of the agent’s business and insures the permanency of 
his property rights in his business. 








If you'd like to know more about National Surety Com- 
pany service and would like to find out it we have an openin 
in = town, clip this ad, attach it to your letterhead a 
send to 


NATIONAL SURETY COMPANY 
World’s Largest Surety Company 
115 Broadway New York 
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NEW RULES FOR COMPEN-= 
SATION APPEALS 





Maryland Court Outlines Changes in 
Procedure 





EFFECTIVE JANUARY 14 





Regulations Include Filing of Facts, Ex- 
ception to Issues and Hearing 
Settlements 
. BattrmoreE, Mp., Dec. 31.—New rules gov- 
erning cases in appeals by insurance companies 
or beneficiaries under the workmen’s compensa- 
tion insurance laws have been adopted by the 
supreme bench at Baltimore City. The rules, 

relating to issues and hearings, follows: 

Issue (a). Within fifteen days after the 
filing of the record of the proceedings of the 
State Industrial Accident Commission in the 
court, to which the appeal has been taken, each 
of the parties thereto shall, unless the time for 
so doing shall have been extended by the court 
for good cause shown, file in writing with the 
clerk of the said court proposed issues of fact, 
having first served a copy thereof on the other 
party or parties. 

(b). All exceptions to issues filed by either 
party must be in writing and filed with the 
clerk within ten days after the service of the 
copy of the issues excepted to. No other ex- 
ceptions shall be considered unless the court in 
its discretion shall frame issues. Any party 
may except within ten days to issues framed 
by the court. 

Hearings (a). Where exceptions have been 
filed to proposed issues or to modifications 
thereof by the Court, they shall stand for a 
hearing on the next law day. 

(b). After the issues have been framed and 
settled by the court, the trial judge shall upon 
application of either party, and after notice 
thereof to the other party or parties, set the 
appeal for a hearing on a particular day not 
earlier than five days after said application, 
unless otherwise agreed by the parties. 

This rule shall apply to all appeals filed in 
any of the courts of Baltimore City, on or 
after the fourteenth day of January, 1929. ; 


CHARLES A. WHEELER PROMOTED 
Becomes Chief Casualty Examiner in New 
York Department 

Charles A. Wheeler has been appointed 
chief examiner for casualty companies in the 
New York State Insurance Department. The 
appointment was made by Retiring-Superintend- 
ent James A. Beha this week. Mr. Wheeler’s 
appointment is to fill the post vacated by the 
resignation of Charles E. Heath who became 
comptroller of the Standard Surety and Cas- 
ualty Company. 

Mr. Wheeler has been in State service since 
1904 and has served the insurance department 
since 1907. He was made a member of the 
examining force of the department in 1909 and 
since then has been identified with the casualty 
division at the New York city office. He has 
a well-established reputation for ability and 
for fair and courteous treatment. 
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Prominent Agents and Brokers 





LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
Phenix Fire United States Fire National Fire of 
York Hartford 











Actuarial 





Established 1865 by David Parks Fackler 
DWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits (Consultations 
t Valuations 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 





Harwood E. Ryan 


Richard Fondiller 75 Fulton St. 
Jonathan G. Sharp New York 


ETS e 












DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 






| JAMES Hi. WASHBURN, F. A. I. A. | 
Consul 


LIFE INSURANCE ee Intermediate, 
Industrial and Special Classes 
ORKMEN’S CO 





Room 101 Memorial Bldg., Nashville, Tenn. 


HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 










SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 























Actuarial 


Independent Adjuster 





GEORGE [B. BUCK]§¥ 
ACTUARY 


pecializing in Employee’s 
Boecnt and Pension Funds 


25 SPRUCE ST. NEW YORK 








JNO. A. COPELAND 
Consulting Actuary 
Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 
CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 












T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg. OKLAHOMA CITY, ont] 


FRANK M. SPEAKMAN 


Consulting Actuary 






Associates ; 
Fred E. Swarts, ©. P. A. 
W. L. Clayton 


E. P. Higgins 
J. A. Oraig, 0. P. A. 
THE BOURSE PHILADELPHIA 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago’ 





Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 













SIDNEY . PIPE, 
Fellow, Society of America, 
Fellow, . I te of Actuaries, 

Sg institute of Actuaries. 

MAJOR E. P. S. ALLEN . ©., 

Associate, “ha ctuarial Sotioty of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 











R. M. MESSICK 


Consulting Actuary and Adjuster 
Flatiron Building 
DENVER, COLORADO 














LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


| HEAD OFFICE: 465 St. John St., Montreal. 
Telephone Main 3300-2607 
BRANCH OFFICE: 11 Mountain Hill, Quebec City 
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| ADJUSTERS & APPRAISERS 











PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for mexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 
Intelligent Prospect- Gaping the Transac- 


Common Sense Ap- Selling Insurance to 


Proac 
Meeting Objections Nailing. "ene at 
with a Smile Their Source 
Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 
Setting a Definite Ideas Off the Beaten 


at 
Keeping Old Con- Programming Insur- 
tracts ht ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








Liability of Automobile Users 
for Personal Injury 


By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 


Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
BD ee ie A SIO: «2. Senn, 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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CREDIT INSURANCE IN 
GERMANY 





Open Policy Coming Into Favor 
Abroad 





SECTIONAL PARTICIPATION ACTIVE 





Time of Liability Extended and One- 
Month Renewals Available 

The recent meeting of credit underwriters in 
Berlin showed that the individual transaction 
has been replaced by the open policy (declara- 
tion policy or Buendel Versicherung), by which 
either all transactions of a certa!n insured, or 
all his transactions with a certain customer or 
group of customers, or all his transactions in 
a certain country are insured under an open 
policy. The increase of exports is of vital im- 
portance for German national economy, which 
explains the participation of the Government in 
Credit Insurance. The Deutsche Versicherungs 
Presse, in a recent issue, discusses the question 
at length. German exporters can only increase 
their exports if their risks are limited and from 
results so far obtained it appears that the open 
policy best serves their needs, as they prefer it 
to the policy covering single transactions. The 
following list shows the ‘number of declaration 
policies issued: From May to December 31, 
1926, 5 policies issued; from January 1 to 
December 31, 1927, 25 policies; from January 
1 to June 30, 1928, 28 policies. The participa- 
tion of the various sections of the country in 
a total of over 48,000,000 marks was as fol- 
lows: 


Policies Je 

Hansa Towns (Hamburg, Bremen, were 

RAIRDOCED a 5S. 5's Manin sa Syioe heed 59 81 
EEN a0. 59a! Sc esha Wake Gel th ep ag Ser ee 6 8 
MEMBER faces a's means. Said es 4 3 
Frankfort on the Main............. 3 3 
MEM AOD. <. 6 ox ogee Okc bom 4 3 
SU 505. 0 ccd oo ioe Acie ares ee 1 2 


However, the insurance of individual transac- 
tions has by no means disappeared. A commis- 
sion has revised the policy text and embodied 
in the general policy conditions a good many 
terms which so far were agreed on under 
endorsements. On the whole this commission 
has concentrated its efforts on reconciling the 
somewhat exaggerated demands of the insurers 
with the technical needs of the underwriter. 
The chief change was a lowering of premium 
for credit transactions “cash against documents,” 
as against credit pure and simple. While the 
latter offers a possibility of 100 per cent loss 
the former excludes that possibility. Experi- 
ence has shown that “cash against documents” 
gives at the worse a 30 per cent loss. The for- 
mer self-participation of the insured has been 
abolished and now the underwriter participates 
in every loss. The time for liability has been 
extended from 4 to 414 months, ahd the +e- 
newal can now be made for 1 month at the 
time against an additional premium, or 2/9 per 
cent on invoice, while formerly the renewal 
had to be made for at least 3 months, against 
a premium of % per cent on invoice, which 
means a considerable saving, as in the majority 
of cases an extension of 1 month meets all 
needs. A further step forward is the estab- 
lishment of sub-committees in Hamburg and 








Frankfort for credits up to a certain sum, 
which decentralizes the control and facilities and 
expedites the passing on applications. The 
creation of an International Committee for the 
sifting and filing of evidence is planned for the 
Near East, the Baltic States and the Balkan 
States. The material which will accumulate 
in this Central Bureau will soon constitute safer 
records than the best references. The agree- 
ment between the Hermes, Munich Reinsur- 
ance, and Frankonia on the one hand and the 
Government on the other has been extended to 
December 31, 1933, (it had expired). 

Export credit insurance began in May, 1926. 
Till July 1, 1927, there were received 6760 ap- 
plication for 91,500,000 marks and in 1927-1928 
there were filed 3495 applications for nearly 
34,000,000 marks. The reduction is explained 
by the fact’that open policies exceeded individ- 
ual contracts, and declarations under these poli- 
cies are slow coming in. Up to July 1, 1927, 
there were declined 2839 applications, or 44 per 
cent with 34,800,000 marks, or 64 per cent. Fur 
1927-28 the rejection was 813 application, or 25 
per cent for 12,200,000 marks, or 35 per cent, 
which shows that collaboration between the ex- 
porters and underwriters has made considerable 
progress. 

For unadjusted losses a 40 per cent premium 
reserve has been established, which, together 
with the high initial expenses, has so far pre- 
cluded substantial profits. 

The newness of the enterprise brought many 
complaints about delays in passing on applica- 
tions, but these complaints have become fewer 
and fewer as the mechanism works more 
smoothly. 


Alliance Casualty Licensed in I}inois 

The Alliance Casualty Company, Philadelphia, 
has been licensed to do business in Illinois. The 
company has a paid-up capital of $1,000,000 and 
is actively engaged in business after formation 
this year. 


ACCEPTABLE GOVERNMENT 
SURETIES ON BONDS 


Three New Companies Added to 
Treasury Department List 


LIMITS OF AUTHORITY DEFINED 





Alliance Casualty, Standard Surety and 
Hudson Casualty on Supplement Sheet 


Issuing a supplement to the current list of 
surety companies authorized to issue bonds run- 
ning to the “United States government, the 
Treasury Department at Washington, D. C., 
through Carl T. Schuneman, assistant secre- 
tary, has added the names of three new com- 
panies to the list. The Treasury Department’s 
letter on the subject says: 

Since issuing the last rating chart of surety 
companies on September 1, 1928, the following 
named additional companies have been author- 
ized to issue bonds in favor of the United 


States : 
Date of Limit on Any 
Authority One Bond 

1. Alliance Cas. Co., 
Phila.. Penna..November 1, 1928 $198,140.61 
2. Stand. Surety & 
Cas. Co. of N. 


Yor. Fe hles December 15, 1928 260,000.00 
3. Hud. Cas. Ins. 
Bes Jersey 

City, N. J....December 19, 1928 138,758.43 


These companies are therefore acceptable as 
sureties on bonds required by the laws of the 
United States in the amounts set opposite their 
respective names until otherwise advised by the 
Secretary of the Treasury. 

Each company has been requested to appoint 
agents for the service of Federal process as 
required by existing law. 





American Bonding Opens Pittsburgh 
Branch 
Bartimore, Mp., December 28.—A branch of- 
fice in Pittsburgh, Penna., under the manage- 
ment of J. Edwin Guinn, has been opened by 
the American Bonding Company. 
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INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 
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CASUALTY AND SURETY REINSURANCE 
AND EXCESS COVERS 


EXECUTIVE OFFICES 


Telephone, Beekman 0890 
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$ 600,020 
1,112,511 













New York City 
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FOR INVESTMENT | - Re iineitetilien 
American Insurance Company 
| ARK iremen’ 
American Equitable N E W Firemen s Insurance Company 
Peoples National Commercial Casualty Insurance Co. 
=a ot - : INSURANCE Bankers Indemnity Insurance Co. 
ilwaukee-Mechanics STOCKS New Jersey Fire Insurance Co. 
National Fire and other insurance companies 
| Eagle Fire MILLIKEN & PELL We maintain a close market on the 
stocks of all these companies. Wire 
. us your bids or offerings. Specialists 
HENRY G. ‘ROLSTON & co 9 Clinton Street in New Jersey bank and insurance 
” NEWARK, N. J. stocks since 1891. 
30 Broad Street : 
New York City Newark Phone N. Y. Phone 18 Clinton St. Newark, N. J. 
0873 Bowling Green 6489 ‘ 
| Phone: Hanover 1114 Maciet Established 1891 
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Miscellaneous Insurance 








New England Fire 
Chas. A. D: ie SS. Inc., Boston.... 50 55 
New Ham 
Chas. A. re. Inc., Boston.... 525 550 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 270 
a oy ee mas nae 
A. Day & Inc., Boston.... 815 835 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston.... 215 225 
Sueineseid Fire and Marine Rights 
Chas, A. Day & Co., Inc., Boston.... 19 21 


United Life pon Accident Ins. Co. 


Chas, A. Day & Co., Inc., Boston.... 35 40 


RESIGNS FROM GIRARD LIFE 
No Successor to Frederick G. Woodworth 
Announced 

PHILADELPHIA, PENNA., December 31.—The 
resignation of Vice-President Frederick G. 
Woodworth, which became effective the first of 
this month, will not affect in any way the ex- 
pansion program of the Girard Life, President 
Albert Short announced today. As a matter of 
fact, Mr. Short declared the program, begun 
when Mr. Woodworth was secured as head of 
the agency force, will be ir.creased during 1929. 

Mr. Short said that no successor to Mr. 
Woodworth had as yet been named and would 
not be before the annual election of officers, 
which will occur on the fourth Thursday of 
January, if it is made then. Mr. Short seemed 
doubtful whether any successor would be named 
to replace Mr. Woodworth. 

This past fall, the Girard appointed two field 
supervisors and plans to appoint still a third the 
first part of the new year. Mr. Short said that 
the company seems to feel that these three men 
can take charge of the company’s agency force 
development. 

Mr. Short revealed today that the Girard 
Life had a very good year during 1928. The 
company’s new business in force showed an in- 
crease of between 14 and 15 per cent and the 
increase set for next year has been placed at 20 
per cent. 


‘Etna Rearranges Texas Field 
In order to facilitate the handling of its large 
volume of business in the State of Texas, the 
Etna (Fire) Insurance Comany has just an- 
nounced an arbitrary division of the State into 
four fields, which will be known for company 


| ES A OS NRE RET? AS tN 


INSURANCE 
COMPANY STOCKS 


Six of the stocks recommended H 
by us last year more than 
doubled in value. Write fot 
Circular B D which describes 
several issues which still seem 
to be underpriced. 
































Quotations on Request 
ARTHUR ATKINS & CO. 


27 William Street 
New York 


Hanover 3707 


















purposes as North, Central, South and West 
Texas. 

At the same time the company announced the 
appointment. of A. Sidney Briggs as special 
agent for the North Texas field. Mr. Briggs 
will be associated with State Agent J. A. 
Brackney, who has had supervision of the 
entire State for a number of years, and who 
continues in that capacity. 

In addition to Mr. Briggs, State Agent Brack- 
ney will be assisted by Special Agents T. M. 
Almond in the Central Division, Harman Flan- 
agan in the South and by D. K. Church in the 
West. These latter three special agents have 
traveled their respective territories for a con- 
siderable length of time. 

Mr. Briggs has been with the A®tna Fire 
Insurance Company for a number of years, hav- 
ing gained a wide field experience as electrical 
and special hazard inspector of one of the com- 
pany organizations in the southwest. He is a 
native of Richmond, Va., and a graduate of the 
Virginia Military Institute. Previous to enter- 
ing upon insurance work, he was connected with 
the Virginia Railway.and Power Company as 
an electrical engineer. 


Made Manager of Farm Department 

On January 1, 1929, Carl M. Hunt, now 
State agent in Texas for the American of New- 
ark, will succeed Roy M. Henry as manager of 
the American’s Southern farm department, with 
headquarters in Memphis, Tenn. Mr. Henry 
has resigned to devote himself to his other in- 
terests. 

Mr. Hunt has built an efficient organization 
in Texas, and will retain his supervision of 
the company’s affairs in that State. He will 
have the assistance of Edgar D. Elder, assistant 
manager, in the conduct of the Memphis depart- 
ment. 

Mr. Hunt is a native Texan, and has trav- 
eled in Georgia, Alabama and Texas for the past 
eighteen years, the last ten years for his present 
company. Prior to entering the fire insurance 
business, he had five years’ experience in the 
mercantile business at Leonard, Texas, and cov- 
ered a part of the State grading and buying cot- 
ton. He is qualified by experience to assume 
his increased duties. 


Plans Big Dinner 
Boston, Mass., December 28.—The enter- 
tainment committee in charge of the 46th an- 
nual dinner of the New England Insurance Ex- 


change, to be held January 11, at the Univer- 
sity Club, has prepared an interesting program 
for the usual night before Get-Together. Re- 
sponses to the invitations indicate that this will 
be one of the largest dinners which the Ex- 
change has ever given. A speaker of note, to 
be announced later, is being considered. The 
nominating committee will present the name of 
J. D. Smart, of Manchester, N. H., special 
agent of the County Fire, for first vice-presi- 
dent. Outside of three members of the execu- 
tive committee, this is the only official position 
to be filled at this meeting. 


Boston Agents Confer With E. U. A. 
Committee 

Boston, Mass., December 28.—Officials of 
the Eastern Underwriters Association, and 
members of the Boston Committee conferred 
here last week with the Boston general agents. 
It is understood that no decisions were arrived 
at in the various matters affecting commission, 
other than to continue the deliberations, and 
a meeting will be called in January. Whatever 
has been accomplished, if anything, since 
October, is being secretly guarded. 


Joins Broomhall, Killough & Co. 
Herbert W. Ellis, formerly assistant United 
States manager of the Phoenix Assurance Com- 
pany, Ltd., of London, has been elected a di- 
rector of Broomhall, Killough & Co., Inc., New 
York, specialists in bank and insurance stocks. 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 


Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 






































re cL. winene Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for ie i 
Males and Females alike. ADAMS ST. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. ¢/ Continental |5 Chicago 2 
[| Commercial | > ts 7" 
We have openings in Ala., Ark., Dela., D.C., Fla., Ga., Ill., Ia., | _NaciBee || _Bsshenee _|6 PE 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. ee ; 98 
Old | Fed- Ilinois =| 7|8 2 
Colony eral | 
THE OLD COLONY LIFE INSURANCE COMPANY 7 ay ee 





of CHICAGO. ILL. JACKSON BOUL. 


| 





B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through 
Quincy non | Wells Street, right in the heart of Chicago’s Financial District. 
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| “IT’S A GOOD POLICY” oA 


MORE NEW POLICIES 


Retirement Income Policies 


(income to the insured) 


LOW COST PREFERRED RISK 
POLICY 


NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights 
of all parties interested 


COMPLETELY REVISED 
PLAIN ENGLISH POLICY FORMS 


that will particularly appeal to the conscientious 
life underwriter 





WRITE FOR INFORMATION 


“Say, there’s a laugh. Look at that auto salesman wasting time 


explaining the new straight eight to Joe Jenks.” Phil adelphia Life Insurance Co. 


“The laugh’s on you. Jenks is buying that car. Since he’s been 











income and financial independence.” 








selling Perfect Protection for Reliance Life he has a substantial 111 North Broad Street, Philadelphia 
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What Would They Have Done? 


the office rather unexpectedly on a dull 
afternoon in late October, weary and 
dejected. 


Cy te of VOLTINE arrived home from 


“You look a bit seedy dear,” remarked his 
young wife a trifle too casually to conceal 
entirely the concern she felt. 

“Well Marjorie,” he replied, “I don’t feel 
at all well. I’ve had a pain in my chest for 
over a week which seems to be getting worse 
instead of better. I thought if I came home 
and went to bed early, that I might be all right 
to-morrow.” 

“You'll have to stay at home for a day or 
two, George. I'll phone Mr. Grey and tell 
him you’re not fit for work. He'll probably 
send Dr. Tooke round to see you. Grey thinks 
the world of you George and he knows you 
wouldn’t stay at home unless it was absolutely 
necessary.” 

The next day Dr. Tooke, the mill doctor, 
called to see George and when he left, his face 
‘was very serious. The fatal symptoms of a 
deadly disease had manifested themselves to 
his searching examination and in his gentle, 
kindly way he told the wife of the stricken 
chief accountant of the Caleb Grey Manufac- 
turing Company what he had found. 

The revelation left her stunned. For many 
long minutes after the doctor had left, Marjorie 
Voltine in her misery could not trust herself 
to speak. She sat on the edge of the Chester- 
field in the living room swaying gently to and 
fro, her face distorted with fear of this awful 
thing that had so suddenly come upon them. 
The fear was not for herself. Like all true 
women she never gave herself a thought. She 
was thinking of her stricken husband and their 
little boy. 

The door bell rang. Sonny was back from 
school. With an effort she forced her fea- 
tures into composure and let him in. 


“Don’t make a noise darling,” she whispered, 
“Daddy is ill. Dr. Tooke has just gone and 
he says that we must take great care of Daddy 
until he gets well again. Will you help, dear?” 

“Of course I will Mummy, what do you 
want me to do?” 

“I want,” Marjorie spoke slowly,” my little 
man to work hard at school and learn all he 
can for he may ,have to leave school sooner 
than we had expected. Now come and see 
Daddy.” 

Smilingly they entered the sick room. George 
greeted them characteristically, holding out his 
arms while a queer crooked smile played about 


By Hersert P. BicKLEy 

the corners of his mouth. “Well darling,” he 
spoke quietly, steadily, “the cat’s out of the 
bag at last. Doesn’t it seem odd that a man 
who knocked about the front line trenches in 
France as long as I did without a scratch 
should have to come home to die and leave his 
wife and little boy to go down into poverty 
without him. 

“Stop George, stop! You don’t know what 
you’re saying,” cried Marjorie. “In the first 
place you’re not going to die, and in the second 
place even if you did we certainly should not 
be quite penniless. You have your group cer- 
tificate you know, and I am not quite helpless 
yet, thank God.” 

But in spite of her cheery words Marjorie 
had an ache at her heart which nothing could 
dispel. Her woman’s intuition told her that 
her husband would be sick for a long time. 
She had a struggle ahead. 

George had never been very He 
was big and powerful in a soft kind of a way 
but he had not been able to stand any hard 
work, nor prolong an effort for more than a 
short while, since he came home from France. 
In spite of this however he had kept fairly 
well and there had been no cause for appre- 
hension in their nine years of married life—- 
except once. 

It was almost a forgotten incident now, it 
seemed so far away—the first year of their mar- 
ried life. Jim Anderson the insurance man 
had called one evening and George had been 
pursuaded to sign an application for a life 
policy of $5000. The annual deposit for this 
policy seemed huge at that time and it was 
with real reluctance that he wrote out 
check for $120. 

When a few days later, however, Anderson 
called and returned the money he had paid, 
the $120 seemed little enough for a policy of 
$5000—he would then gladly have paid double, 
aye treble, the amount. The company had, on 
the recommendation of their medical examine- 
been compelled to decline to accept the risk. 

Frantically he tried other companies but the 
answer was always the same, so when Mir. 
Grey called him into his office one day to dis- 
cuss a group coverage for the whole staff at 
the mill, it was George’s enthusiasm which had 
helped him to decide in favor of the blanket 
policy. George, as the head of a department, 
was insured for $5000. 

It seemed now that even this group certifi- 
cate upon which rested so many of his hopes 
was destined to become a burden to them in 
their hour of need. 


strong. 


his 
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If George was to become an invalid he could 
not expect the firm to keep him on the pay roll 
indefinitely. Sooner or later he would have to 
be “let out” and what would happen then? 


One day some three months later, Mr. Grey 
himself came to see George. He brought along 
the insurance company’s doctor and a bunch of 
flowers. 


There no further need for secrecy. 
George was an invalid and likely to remain 
He would be unable to do any- 
thing to help his wife and family in their strug- 
gle for existence. 


was 


so for years. 


Mr. Grey was speaking. The group policy 
which the firm had taken out for their em- 
ployees a few years before contained the dis- 
ability provision. This meant that if an em- 
ployee became disabled and unable to earn the 
proceeds of the policy would be paid to him 
instead of to his beneficiary at his death. The 
group coverage had also been on the accumu- 
lation plan, the principal sum increasing auto- 
matically, each year by ten per cent of the 
original amount, so that there was now $7000 
standing to his credit. “A check would be for- 
warded to-morrow.” 


And so George was finally “let out” with a 
heaven-sent check for $7000. The proceeds of 
a group policy, which, but for the forethought 
of his employer, he would never have had. The 
small weekly deductions from his wages he 
had never missed and now this thing was sav- 
ing his wife and child from untold hardships 
and himself from a mental torture too terrible 
for contemplation. “Supposing I had had no 
insurance whatever” he is fond of as'‘ing, 
“what would they have done’? 


The insurance man when he brought the 
check, for $7000 had a long talk with George 
and Marjorie about getting the most out of 
this money. He pointed out that even if a 
first-class investment could be found pay:ng 5 
per cent for instance, the annual yield would 
be only $350.00—about $29.00 a month and quite 
insufficient to live upon. “After all,” he 
pointed out, “your great concern is immediate 
protection. You must enough to live 
upon until that young son of yours is able to 
put his shoulder to the wheel. When he is 
old enough to earn you won't need to worry. 
At the same time you want to give him as good 
an education as possible under the c.rcum- 
stances. In other words you don't want to 
take him away from school too soon, The bet- 
ter his education the better able will he be to 
provide for his home.” 
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1 SAW YOUR NAME 
IN THE CLUBMAN 


he Honoy Agents of’ The Lincoln National 
Life Insurance Company of Fort Wayne, 

se a : A 
Indiana not only have their Clubs but they 
have a special publication for key men-- 


The Lincoln National Clubman_ Wes 











Your seven thousand dollars left in the hands 
of the company to be paid out in the form of 
a monthly income will give you $53.00 a month 
for ten years and at the end of that time you 
will have a capital still remaining of $3250.00 
with which you may purchase a continuation 
of your monthly income or an income for a re- 
duced amount; or, alternatively, you may leave 
the money in our hands and draw the interest 
only each year, preserving the capital as a 
legacy for your boy. 

There was only one more thing which had 
to be decided. “Could I,” Marjorie asked the 
agent, “take out a policy now on junior; one 
that he could take over and carry on when he 
gets older?” I think, with my monthly in- 
come, that I could easily pay the premiums 
out of what I earn—for I intend to go to work 
you know—and he will be grateful some day.” 


Cites Interesting Business Case 


Boston, Mass., December 28.—Referring re- 
‘cently to the advances in the uses of business 
insurance, which he believes will be one of the 
outstanding developments in life insurance un- 
derwriting in the next decade, Paul F. Clark, 
president of the National Associaition of Life 
Underwriters, relates the following actual case 
of its use for the retirement of corporate in- 
debtedness. 

“A corporation in Massachusetts recently con- 
sidered the issuance of $250,000 of ten-year 
notes, planning to set up a sinking fund for 
their retirement at maturity. In discussing the 
question of insuring the life of the president of 
this corporation, on the ordinary life basis, a 
member of our organization suggested that a 
private loan be arranged in the amount of the 
contemplated bond issue, and that ten year 
endowment insurance be purchased simultane- 
ously therewith. The board of directors dis- 
cussed the matter and voted to follow the sug- 
gestion of our agent. A policy in the amount 
of $250,000 on the ten year endowment plan is 
now in force, through which the loan will be 
retired at the maturity of the policy or liqui- 
dated immediately, should the death of the pres- 
ident occur. The corporation has saved an ex- 
penditure of at least $15,000 which would have 
been necessary in the event the loan had been 
covered through a bond issue underwritten by 
bankers.” 





Business Women 


and Their Needs 


for Life Insurance 


By Miss Marton M. Price 





The accompanying was the prize win- 
ner in a contest conducted among young 
women employed in the home office of the 
American Central Life Insurance Com- 
pany. There were 28 contestants, all 
writing on the same subject. Claris 
Adams, secretary and general counsel of 
the American Life Convention, judged the 
papers.—EnitTor’s Note. 











of increased importance in the business 

world has been directly responsible for 
a great broadening of the life insurance field 
among women. 

Twenty years ago the woman who most 
needed insurance was the very one whose finan- 
cial condition was such that she could not 
gratify that need. The woman to whom I re- 
fer is the widow, who struggled along to eke 
out a bare existence for herself and her or- 
phaned children by the performance of domestic 
tasks. This kind of work, for which she was 
poorly paid, was her only means of livelihood, 
because at that time the wofan who tried to 
make a place for herself in the business world 
was regarded as an unwelcome intruder and was 
barred out by the occupants of that world. 
Upon the death or disablement of this woman, 
her dependents were left without even the pre- 
carious living which she had been able to pro- 
vide for them. There was no insurance, for 
every cent of her small earnings was required 
to feed her family from day to day. There- 
fore, her children were left to be reared by 
some charitable institution. 

This deplorable situation has been at least 
partially corrected, for to-day any woman of 


: oF rapid rise of woman to a position 





Greater development, he believes, will also 
come in the use of living insurance trusts, and 
that the expansion of the life insurance business 
as a whole will come about with little increase 
in the number of agents, and from additional 
insurance purchased by present policyholders. 
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normal intelligence and ambition can fit herself 
for a good position in the business world, there- 
by insuring herself and her dependents of a 
comfortable living so long as life and health 
permit her to hold her position. 

However, this woman should realize that 
working days may come to a sudden end at any 
time because of death, disablement or, if she 
is so fortunate as to live that long, because of 
old age. The very best means of covering this 
contingency is a life insurance policy, carefully 
chosen to fit the needs of the individual. The 
insurance need of the woman in business for the 
purpose of supporting a family is primarily pro- 
tection. It is entirely possible that her need 
may be covered by an ordinary life policy. How- 
ever, if her income permits, it is well for her 
to consider a policy on a form which combines 
both protection and savings features, because, in 
case she is able to work until such time as her 
dependents are able to support themselves, her 
need then is for a fund for her own old age. 
Thus, if her death occurs at an early age, her 
family will be protected by her policy and if 
she lives to an old age, she will be able to live 
on the money which she has saved in keeping 
up her policy. Careful consideration should be 
given to the amount as well as to the form of 
policy. 

Then there is the business woman who has 
no dependents, but, having no income other than 
that which she earns, must provide for her own 
old age. Her insurance need is chiefly for a 
sound investment with protection only a sec- 
ondary consideration. The policy which best 
covers her need is the endowment policy, which, 
while it is chiefly a savings plan, also contains 
the protection feature. Considering the policy 
strictly from an investment standpoint, it is 
much to the advantage of the business woman 
to have an endowment which matures in the 
least possible number of years, even though the 
premium rate is proportionately higher than the 
rate for an endowment policy with a longer 
premium paying period. The endowment policy 
not only provides protection for her relatives 
or her estate in case her death occurs while 
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she is still a young or middle-aged woman but 
it also establishes a savings plan whereby a 
fund for a definite amount may be completed 
in a definite length of time. This is the most 
important thing to be considered by the business 
woman who not only wants to be independent 
during her working days but also wants to in- 
sure independence in the sunset years of her 
life. The amount of the endowment is, of 
course, governed by the income of the individual. 

Then there is the woman, who, armed with 
a small amount of cash and with the spirit of 
the pioneer, starts in business for herself. She 
soon finds that she must have more money to 
meet competition and to make her establish- 
ment larger. There is only one way for her 
to get it, that is, by borrowing. While her 
credit may be perfectly good during her life- 
time, her business is not firmly founded and 
cannot, therefore, insure her creditor against 
loss in case of her death. The solution to her 
problem is a life insurance policy, in an amount 
equal to her debt and assigned to her creditor. 
Then, in case she lives until her business begins 
to prosper, she can repay her loan, but in case 
of her death, her creditor is protected by her 
policy. 

Another kind of insurance which is com- 
paratively new among women is partnership in- 
surance. A need for this form of insurance oc- 
curs only in case of a business in which two 
women are partners. Each woman is considered 
a valuable asset to the business. In case of the 
death of either of them, a hole is made which 
cannot be filled without some expense. There- 
fore, each woman takes out a policy, the amount 
of the two policies being equal and each 
woman’s policy being made payable to the other. 
Then, in case of the death of one woman, the 
proceeds of her policy may be used to help her 
partner to fill the vacancy left by her death. 

Various other more complicated forms of life 
insurance, which have thus far been planned for 
men only, will, in all probability, soon be de- 
signed for women who have taken their places 
in the business world along with men. 


Lots of People Are Making Money These 
Days 

Ever since the election, and for months be- 
fore, a situation has developed that should be 
taken advantage of by life insurance men. 
Tremendous increases have taken place in the 
capitalization and earning power of firms and 
corporations in many parts of the country. 
Securities have risen greatly in value on the 
country’s exchanges. Individuals without num- 
ber in many places, North, South, East and 
West, have made large profits. The workers 
in brokers offices between now and the Christ- 
mas holidays will receive handsome bonuses in 
addition to their salaries. The partners in the 
brokerage houses in various cities during these 
five-million-share days have made money and 
business has become so brisk that seats on the 
New York Stock Exchange, for instance, are 
said to have reached the unprecedented value of 
$575,000. This era of money making by many 
people should be taken advantage of and a por- 
tion of the profits should be put into life insur- 
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Idea, introduced a Home Budget Sheet. 


Thrift is the result of a well- 
organized plan. 


The budget is the plan. 











JOHN HANCOCK SERIES 


BRINGING HOME the 


HE thrift idea comes forward with special emphasis during January, from 
the 17th to the 23rd—a period nationally designated as Thrift Week. 


Five years ago the John Hancock Mutual Life Insurance Company, as part of 
its contribution to the Thrift movement and to aid in implanting the Thrift 


The wide distribution of this sheet, in fostering a more intelligent division of 


income, has been an important factor in bringing home the lesson of Thrift. 
Your copy will be sent free on request—2c for postage. 


OVER SIXTY-FIVE YEARS IN BUSINESS 





of THRIFT 





LIFE INSURANCE COMPANY 
OF BOSTON, MasSACHUSETTS 


197 Clarendon St., Boston, Mass. 

















ance right now while the money is at hand with 
which to take the policies. A straw that shows 
how the wind is blowing appears in a letter from 
W. J. Lucas, one of our $400,000 writers who 
lives in the busy little city of Mitchell, S. D. 
He says, “Business is good in South Dakota. 
I wrote $101,000 in October—one case was for 
$50,000.” Mr. Lucas probably went to the 
people who were able to take insurance. This 
era of money making by many, and the gen- 
eral expansion in business properties, warns 
that an anchor should be cast to windward by 
firms and individuals through life insurance that 
the advantages gained may be conserved. Life 
agents are wasting opportunities if they fail to 
use this situation immediately. To what better 
purpose can a portion of one’s profits be used 
than to pay a premium on a policy, either as 
a safe investment or as family and business pro- 
tection, or for both emergencies? Make it 
your business therefore to call on such of your 
friends or acquaintances as have benefited finan- 
cially and lay before them to-day the value of 
a policy, especially adapted to their needs. 
Don’t toss this letter in the waste basket. 
Don’t neglect to act. The time to act is now. 


Use these suggestions to secure for yourself a 
lot of new and immediate business—Thos. A. 
Buckner, vice-president, of the New York Life 
Insurance Company, writing in ‘its bulletin to 
agents. 


Underwriters Credit Bureau 

The records, files and all fire loss informa- 
tion data of the Underwriters & Credit Bureau, 
Inc., New York, will be merged with the actu- 
arial bureau of the National Board of Fire Un- 
derwriters on February 1, 1929. The Under- 
writers & Credit Bureau was established by C. 
G. Hine’s father and some of the records kept 
by it have never been dupliacted by any simi- 
lar service. C. C. Hine, although retiring his 
own company, will become a member of the 
National Board staff, giving his personal experi- 
ence to the problems of consolidating the two 
services into one bureau. On and after Febru- 
ary 1 all requests for fire record information 
now sent to the Underwriters & Credit Bureau, 
as well as to the loss information service, should 
be addressed to the National Board of Fire 
Underwriters. 
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Opportunity 
for Managers 


Are you a capable and steady pro- 
ducer of high quality business and 
possessed of sufficient executive 
ability to train and organize sales- 
men? 

If so, you may be able to establish a 
profitable connection with an excep- 
tionally strong, well established life 
insurance company, doing a purely 
non-participating business, which of- 
fers opportunities in the cities of Bal- 
timore, Washington, Cleveland, 
Toledo, Cincinnati, Dayton, Norfolk, 
Birmingham, Atlanta and Detroit. 


Box 700 
Care of THE SPECTATOR 
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Developing an Agency Force 


sity in 1906, I had the idea of the av- 

erage college graduate that with my 
mortar-board and diploma the world 
me a living; that there was a million dollars 
waiting for me and all I had to do was pose 
with these instruments, hold the mortar-board 
upside down and that the million would drop in 
the hat. 

Looking over the world from my “mountain 
top” position and considering what part there- 
of I would favor with my appearance, I decided 
that Canada was a likely field, that in the 
northeastern part were a lot of ignorant 
Canucks, plenty of timber and pulp-wood and 
that there I would cast my lot. 

Locating two hundred and fifty miles north 
of Quebec, it took me two years to find out that 
I was wrong in my theory. I still believed that 
I was right, however, but had made a _ poor 
guess the first time, and then located near 
Saratoga Springs in a paper mill as my second 
venture, and it took me another two years to 
explode entirely my theory, going “busted’’ in 
both places. 


GG sis in 15065, 1 from Syracuse Univer- 


owed 





An address delivered at the third of the series of 
luncheon-meetings of the Friendly Conference of 
General Agents, Managers and Superintendents of 
the Philadelphia Association of Life Underwriters. 














Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
ncludes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 













This is the easiest selling life insurauce 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 








Write for territory to 
Agency Superintendent 
Illinois Bankers Life Association 


Monmouth, Illinois 


By Frienp L. WELLs 
General Agent, Aitna Life, at Baltimore 


I then decided that I had to go to work, and 
started at the bottom and peddled typewriters 
for three years in northern New York. 

I chanced to meet a representative of the 
company, with which I am now located, the lat- 
ter part of 1911, and, after some preliminaries, 
started with them in 1912 in Syracuse, N. Y.. 
under Mr. Luther, now the vice-president of 
our ccmpany. I carried a rate book for five 
years, and was then made his assistant for one 
year and a half, succeeding him as general agent 
when he was transferred to Boston, holding 
that position from 1919 to 1923. In the mean- 
time, he had been called to our home office as 
superintendent of agencies, and he called me 
down there as his assistant, which position I 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 


Direct connections and proper assis- 
tance to right man. 


Territory obtainable in portions ot 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 








FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 





held for one year and a half, then being made 
superintendent of agencies, when he was made 
vice-president, holding that position until May 
1, 1926, when I came to Baltimore as general 
agent. 

I well remember the first agency meeting that 
we held. There were my two assistants, our 
group representative and myself—a party of 
four, and our agency organization, to listen to 
the wisdom of this supervisory four, consisting 
of three men. That condition and the relation 
of the overhead to production did not look to 
me like a healthy one. I did not know a soul 
in the city, had no contacts, had no men through 
whom we might secure men, but did have a 
burning desire to build an agency organization 
—and that quickly. 

Since that time we have interviewed more 
than two thousand men, who have come from 
various sources that I will outline later. We 
have thirty-five men as the result of these in- 
terviews, officing with us, and have made a 
number of other contracts outside of the city. 
These two thousand men and over have come 
from the following sources: 

We alternate every week in the “help wanted 
column” of our leading Baltimore paper with a 
closed ad—“The Man We Want,” which is 
given in the Managers’ Manual, and an open 
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Frankfort 











Indiana 


$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 
Policyholders 


| $47,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS ,TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


























































A few top notch contracts to Insur- 
ance Producers with experience, char 
acter and ability. Address the Com- 
pany. 
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for each of these ads. They have been varied 
from time to time for variety’s sake. Several 
times we ran a display ad on the financial page 
of our leading daily, two columns wide and 
about the same in height, reading as follows: 


Financial Concern Needs 
-LOCAL REPRESENTATIVE 


If you have demonstrated that you 
are capable of filling a $5000 a year 
position in the selling field, and desire 
to connect with an old New England 
concern, having over $300,000,000 of 
assets, call on Mr. S. R. Hafely, at 
the Southern Hotel, on Friday, be- 
tween 9 A. M. and 5 P. M. 


We took a room at one of the hotels, asking 
these applicants to call at the desk of the hotel 
asking for Mr. Hafely, one of my assistants. 
He then interviewed these men, sending them 
over to our office to interview me or one of our 
other men there. 

We sent a letter to traveling salesmen, se- 
cured from the city directory, their organiza- 
tions etc., outlining the desirability of life in- 
surance work with the selling possibilities, and 
the elimination of the disagreeable features of 
their present travel. 


We purchased a list of all school+teachers in 
che State and circularized them, outlining the 
possibilities in life insurance salesmanship, as 
well as the possibilities of remuneration as com- 
pared with teaching. 

We circularized all the accountants, who were 
secured from the classified section of the tele- 
phone book, outlining the possibilities of capi- 
talizing their experience to better advantage in 
life insurance than they could in their present 
work. 

We circularized every member of the Uni- 
versity Club, suggesting life insurance work 
for any young men who were just out of col- 
lege and had not yet found the nitch in which 
they could best fit. In this letter, we were 
careful to use the third person, so as not to 
antagonize any of these men who were already 
settled. 


We follow all the 
look worth while in the classified 
our newspapers. The getting of men is so 
closely tied up with the training and supervis- 
ing that I think I'll just take a few minutes to 
outline some of the things that we are doing, 
all of which help to sell men the business as 
well as get them going and keep them going. 


wanted” that 
section of 


“position 





underwriting practices: 


LIMITS INCREASED 


In keeping with its plan of expansion, the Manhattan 
Life announces the following important changes in 


1. Limit on one life, $100,000. 
2. Disability Benefits on $25,000. 


3. $50,000 on one examination. 





THE MANHATTAN LIFE 
INSURANCE COMPANY 


Madison Avenue at 60th Street 
New York City 
Organized 1850 
Thomas E. Lovejoy, President 








We spo.e before the senior classes of the 
four universities of our city, suggesting a life 
insurance career to these young men. 

We circularized the members of the Chamber 
of Commerce, suggesting their putting us in 
touch with any young man who might be in- 
terested. We do not plan to continue indefi- 
nitely this method, but rather steady down to a 
little slower, more conservative and more se- 
lective method of picking men, taking more 
time and spending more time in selecting, train- 
ing and developing each one. I think the 
method we have followed is a more expensive 
method than the slower one, but I still believe 
it has been and is worth while in order to get 
something started and that even so it has been 
profitable. ; 

This plan has been the means of stimulating 
greatly the interests and enthusiasms of our 
men, raising their sights above the garden va- 
riety of selling and putting some real money in 
their pockets. 

Reverting, however, to our topic of securing 
men, I find that an outline of our plans in this 
department has enabled us to interest a very 
much higher grade of man in coming in the 
business than we have been able to do in the 
usual way. Little or no knowledge of the life 
insurance business is necessary to follow the 
above plan. It is a definite plan with definite 
people to call on, definite information, definite 
questions and a definite proposition. 

We are holding classes every Friday night, 
scheduled to run from 7:30 to 9:30, but which 
ordinarily last until 10:30 or 11:00 o'clock. 
Our own full time men are free to come to 
these classes, but we also have six or eight 
high type men, not yet. in the insurance busi- 
ness, who have become interested in this plan 

and are attending the classes. They have be- 
come very much enthused and, I believe, will 
come in the business as a result of this work. 


We have a class room that will accommodate 
about ten men, where our classes of instruc- 
tion are held, with tables and a black board 
available, also where agency meetings are held. 
Every morning promptly at 9:00 o’clock we 
hold a meeting at which practically all our men 
are regularly present. At that time leads from 
circularizing or what-not are given out and no 
leads are given to any men who are not on the 
job at 9:00 o’clock. A daily report card is car- 
ried by each man and filled out as interviews 
are had during the day and is handed in at 9:00 
o'clock in the morning. One of these is re- 
quired of each man. It shows the name inter- 
viewed, business, date of birth, the time the 
interview started and stopped, the elapsed time 
in the interview and what are closed or listed 
as prospects. A summary shows the number 
of calls, number of interviews, amount closed, 
prospects secured and the total time actually 











THE .SERVICE LIFE INSURANCE COMPANY 
LINCOLN, NEBRASKA 
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spent in the presence of prospects. At this 
morning meeting difficulties of the day before 
are gone over, as well as plans for the new 
day’s work. No man ever leaves at the end of 
this meeting, which runs ten or fifteen minutes, 
never more than half an hour, without having 
a full day’s work definitely planned, knowing 
where he is going, who he is going to see, why 
he is going to see him, what he is going to say 
and why that man should buy life insurance. 
If a man is short of a full day’s work, we sup- 
ply as many leads to him as he may wish. I 
will touch on the source, from which these 
leads are secured, a little later. 

Saturday morning we run our agency meet- 
ings, which lasts about two hours, or from 9:00 
to 11:00, which covers current news items, gen- 
eral educational work, policy contracts, etc. 
The leads are secured from many sources. In 
the first place, all term policies are carded, and 
if there is no agent of record, are assigned to 
one of the men to follow up for conversion. 
All policyholders, where there is no agent of 
record, are assigned to an agent for a service 
call. Ail policyholders, moving into this terri- 
tory from other territories, are assigned to an 
agent for a service call. 

I bought, following last fall’s election, a list 
from the Commissioner of Elections of 8000 
regular voters living in the most desirable resi- 
dential section of Baltimore, who were 60 years 
of age or over, paying five cents per name for 
these, and sent a letter and folder on annuities, 
outlining their advantages, and received over a 
hundred interested return cards from which we 
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Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 




















have gotten and will get, I believe, a substantial 
volume of this business. 

We circularized the various business concerns 
and institutions in town, offering to supply them 
with blotters free, asking for the number of 
employees, both office and otherwise, so that 
we might know the supply to be sent and how 
often they should be sent. This did three things 
for us—secured the names of the officers who 
replied, gave the number of employees, and 
placed the AZtna’s name before the concern and 
employees for future canvassing on group, 
wholesale or saiary budget and personal. 

I take the various papers in town and from 
these our telephone girl lists thirty to forty 
prospects daily, making a card out for each one. 
These cover birth, marriages, deaths, engage- 





ments, new corporations, mortgages, etc. One 
of five form letters is then sent by her to each 
of these prospects, with a proper folder bearing: 
on tht particular need. These leads are then 
given out to our men at the 9:00 o’clock morn- 
ing meeting to supplement, as far as necessary, 
their own plans for the day’s work. 

Some of the things that we have done or 
used to stimulate interest among our men, as. — 
well as the general public, are as follows: we © 
put 100 of the large wall calendars, which are- 
furnished by our company, in the most promi- 
nent business location down town. We broad- 
casted 10,000 small calendars, small envelope- 
size, with three months on a sheet among a se- 
lected group. We had some stationery im- | 
printed up and down the left-hand margiv © 
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SERVICE 


That 
Follows 
Through 








& in Golf, so in Life Insurance: it is the “follow 
through” that imparts true direction and distance to 
the original impulse. 

Almost any progressive life insurance company is 


equipped to satisfy today’s insurance-buyer in the service 
available to him as a policyholder. But if he is réally 
foresighted, he seeks a permanent, comprehensive service 
that will “follow-through”, to meet the needs and prob- 
lems of his beneficiary, beyond those solved by a mere 
lump sum settlement of a death-claim. 

The Guardian is especially qualified—by virtue of 
its known reliability, long experience, and friendliness— 
to continue just such service to his survivors. 


LIFE 


Insurance Company 


INDIANAPOLIS 


Old Line Legal Reserve 
Send for literature descriptive 
of The Guardian Services—to 
the policyholder while living— 
to the beneficiary thereafter.” 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 
50 UNION SQUARE NEW YORK CITY 








Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 
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